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“How nice 


they look inside!” 


S nedel retailers know 





that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 








O1C © oF THE . 


ACK when shoemakers_ were 

listed as “cordwainers,” the 
town of Stoneham, Mass., made its 
seal after the fashion of the guild 
seals of the Middle Ages. Now 
that Stoneham reports four new 
shoe firms starting and more in 
sight, the seal becomes more sig- 
nificant. 











In the early days, Stoneham’s 
largest industry was shoemaking 
and even up to 1847 the town 
records show that practically three- 
fourths of the male inhabitants of 
the town were listed as cordwainers 


instead of the shoe- 
makers. 

The seal pictures an elastic gore 
woman’s boot and a currier’s par- 
ing knife. Above the center of the 
shield is a goat—no doubt referring 
1o goatskin for that was the day 
and age of the pebbly goat stock. 

Now we suppose the next thing 
for the town to do is to permit shoe 
concerns to use that seal, providing 
they maintain craftsmanship justi- 
fying its fashion use as a quality 
emblem. 


customary 


* * * 
HE Shoe Club of New York, 


Inc., adopted a resolution call- 
ing for a unification of the manufac- 








turer-sponsored and retail-sponsored 
shoe shows in the hope that cooper- 
ation and harmony might be re- 
stored in 1935. 

The lone dissenting opinion was 
from a member who “thought it 
was wrong to become involved in 
the controversy and felt that the 
club should take no stand on the 
matter—the club being a purely 
social organization.” 


* * * 


O. MOORE, head of the Con- 

- centration Division of the 
Brown Shoe Company, St. Louis, 
says about profits and progress for 
the coming season: 

“We are considerably more en- 
couraged over the possibilities for 
1935 now than we were 90 days 
ago. At that time, it looked like 
we were going to have some further 
declines in raw materials that 




















would make for lower prices in 
shoes, and that in turn would mean 
further markdowns in retail stores; 
but it looks now as though we will 
all do well to hold the price of the 
Spring line on a par with prices 
for Fall, and there is considerable 
in the picture to indicate some ad- 
vances in wholesale prices during 
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tade 


the Spring—which is always a 

healthy condition, if they do not 

develop a runaway market.” 

4{F She Wears It, She Should 
Keep It,” is the title of a re- 

markable article in this week’s 

Boot anp SHoe RecorpErR. No 








one can afford to miss this story. 
for it is certain to start one of the 
major discussions of the year. 

Has the time come to urge with 
forceful logic that shoe retailers 
“abandon the foolish policy of re- 
placing worn shoes with new ones 
on complaints of misfit.” The ex- 
change policy, although started by 
our best stores as a means of up- 
holding their prestige, has grown 
so fast it is now an unbearable evil. 
Customers buy without sufficient 
care, for we have educated them to 
believe “if it doesn’t fit, theyll give 
me a new pair.” 

When the public learns it cannot 
return worn shoes, our fitting ser- 
vice will be on a higher standard. 
The prestige of the good merchant 
will be built upon his fitting ser- 
vice, not upon his adjustment ser- 
vice. 

Here is an article that will make 








you think, for it offers a thoughtful 
solution, even though a radical one, 
to a problem which is probably 
more serious than we like to admit. 
It appears in this week’s issue. 

* * * 


ORK shoe exports increased 

28 per cent and exports of 
shoes of all kinds increased 27 per 
cent totalling to 470,000 pairs, for 
the first half of this year against 
the first half of last year, according 
to the U. S. Department of Com- 
merce; and the department says 
that exports should be much larger 
in 1935. 

* * * 

J STOUT, operating Stout’s Fac- 

. tory Shoe Shore in Indianapo- 
lis, being in the Army’s Reserve 
Flying Corps is a licensed flyer. 
Therefore he makes his buying trips 
by plane and in one day covers 
Columbus, Portsmouth and Cincin- 
nati, and returns for supper at 
home, after visiting shoe factories 
in said three towns and getting what 
he wants. 

What a world we now live in! 
Merchants who fly, and who quickly 
go to market to get what they want 
q-u-i-c-k! 

* * * 
— history has been en- 
riched by the publication: “The 
Davis Family and the Leather In- 
dustry —1834-1934,” covering the 














historical hundred years of prog- 
ress of the Davis Leather Company, 
Ltd., Newmarket, Ontario. The 
book is bound in Davis calf leather, 
embossed in gold leaf, superbly 
illustrated and printed on antique 
Byronic book paper. Appreciation 
of it is enhanced by the fact that it 
was written by two members of the 
fourth generation of the family— 
Bruce Pettit Davis, M.A. (Oxon) 
and Carroll Langstaff Davis, M.A. 
(Tor.). 

The story of the Davis Family is 
more than the life of a guild of 
master tanners for it gives exam- 
ples, through the hundred years, of 
their contributions to social, polit- 
ical and economic progress. Part 
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A QUALITY 











—If merchants and manufacturers would 
insist, as a condition of their 1935 pro- 
gram, that quality standards be raised, 
there is no question but that the public 
would respond hand ly in purchases 
and appreciation and another forward 
step in recovery would be accomplished. 

—The American people will never be satis- 
fied with cheap merchandise; and it is 
my impression that their intelligence has 
been insulted these past few years by 
the chiseling tactics of so many manu- 
facturers and merchants. 

—'"The type of advertising which stores 
have been resorting to," says Irwin D. 
Wolf, secretary of Kaufmann's Depart- 
ment Store, Pittsburgh, "has been such 
as to make one almost ashamed to be 
a merchant. Cheap stuff predominates 
by far, with little or no appeal to the 
customer who wants better goods at a 
fair price." 

—A grading up of merchandise will prove 
a stimulus to the entire business structure. 

—Let's make 1935 a grading-up year. 


Si a 


President. 








one of the book goes back to the 
very origin of tanning and then 
eventually tells of the evolution of 
leather-making from the heavy sub- 
stance used in the pioneer boot 
when Canada was a vast forest king- 
dom, to the present thoroughly 
tanned carefully finished product 
for utility and fashion in this mod- 
ern world. 

It proves that good leather, with 
character, commands a place for 
itself when craftsmanship and in- 
tegrity go into the product, and it 
is a glorious thing to have pride 
and appreciation of a _ tanning 
lineage. 

* * * 

AROLD D. CLYBOURNE, D.O., 
of Columbus, Ohio, has writ- 
ten a booklet: “Building a Foot 
Practice in Conjunction with a Gen- 
eral Practice,” that brings the young 
physician closer to the shoe trade 

in public foot service. He says: 

“We find in our practice that foot 
work is not only a very good prac- 
tice builder but that while general 
practice is slow in the Summer time, 





the foot practice is then at its 
height. With the first few hot days 
of the season, people become foot- 
conscious. Their feet ache and 
swell and as most of them say: 
‘When your feet hurt, you hurt all 
over.’ 

“Heat seems to affect the feet 
more than any other part of the 
body. People are gradually learn- 
ing that the foot is not merely the 
end of the leg; but is a body unit 
which has three very important 
functions to perform—weight-bear- 
ing, propulsion and shock absorp- 
tion. What other single part of the 
body has three more important func- 
tions than these? 

“Every young physician, when 
starting practice, wonders how he 
can best draw in his first few 
patients and rapidly build up his 
practice. Study osteopathy and use 
foot work as a practice builder.” 

This interesting book can be ob- 
tained by writing to Dr. Clybourne, 
D.O., Columbus, Ohio. 

* * * 


F RANK H. FIEDLER, secretary of 
the Caif Tanners’ Association in 
Milwaukee, Wis., publicizes the re- 
sults of the International Council 
of Tanners held at Milan, Italy, in 
connection with the world-wide 
movement for the improvement of 
the quality of hides and skins. 














The Council wants to abolish all 
barbed wire and to use smooth 
wire fencing (and we would also 
approve abolishing barbed wire en- 
tanglements to human hide in war- 
fare). The various salts, as used 
throughout the world for curing, 
are to be investigated for improve- 
ments. 

A world-wide campaign to en- 
courage farmers, butchers and hide 
collectors to exercise greater care 
in order to avoid preventable dam- 
age is also to be undertaken. 


* * * 


BONUS, too. A bonus of 
$40,000 was distributed by the 
Selby Shoe Company of Ports- 
mouth, Ohio, to employees in its 
factories at Ironton and Ports- 
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mouth. The bonus was a ratio of 
each man’s earnings for the past 
six months. A similar distribution 
was made last March when stock- 
holders and executives participated 
with employees, but the present 
bonus included only those on the 
factory payroll. 

Roger A. Selby, president of the 
company, in informing employees 
of the extra pay, said: 

“While the earnings in prospect 
for this year are less favorable than 
a year ago, the company feels that 
this is a particularly opportune 
time to make an additional payment 
to employees. We hope the extra 
pay will prove welcome, coming as 
it does at Christmas time and fol- 
lowing the unusual slack period 
which you have suffered along with 
the whole shoe industry during the 
past months, 

“Unusual efforts are being made 
by the management to increase 
sales, and secure sufficient volume 
to provide more work during the 
dull seasons. Your continued loy- 
alty and cooperation will help to 
produce the results we are all striv- 


ing to attain.” 
* * * 


RMY shoe bids. Bids for mak- 
ing 500,000 pairs of army 
shoes will be received by the U. S. 
Quartermaster at the Army Base in 
Boston up to January 15, instead 
of December 19, as previously an- 


nounced. 
* * * 


‘eer month—a slipper month 
—for 1935 will also be a good 
year for house slippers, including 
Christmas slippers. According to 
government reports, over 1,000,000 
pairs more house slippers were 
made in the first ten months of 1934 
than in the first ten months of 1933, 
the output for the 1934 period of 
ten months being 35,700,000 pairs. 


* * * 


GOLDBERG of 291 Broadway, 

- Brooklyn, N. Y., had an inter- 
esting experience with the New 
York City 2 per cent sales tax. A 
customer entered the store and Mr. 
Goldberg waited on him personally, 
fitting him to a pair of shoes at 
$3.65. The customer handed Mr. 
Goldberg a $5 bill and in returning 
the change, Mr. Goldberg deducted 


8 cents for the tax. The customer 


1935 


asked why. Mr. Goldberg pointed 
to the card that reads “Sales Tax 
to Assist the Unemployed.” 

The customer had a merry laugh 
and said: “I am on the relief rolls 
and the money I am spending came 
from the Welfare Board and isn’t 
it strange that a man who is on re- 
lief should also be charged with the 
sales tax?” 











F ITTING remarks by Ray Hopp- 
man: 
Some salesmen merely sell the stock 

That rests upon the shelves— 

While others sell the store as well, 

And more than that, themselves. 

And it’s a good thing to remem- 
ber that SALE and SMILE begin 
and end with the same letter. 

Hear about the man who bought 
a pair of shoes from a mail-order 
house? He declared: “I'll never 
get these shoes on at all until I 
wear them a day or two.” 

Then there’s the cautious man 
who went crazy trying to put his 
shoe on without “putting his feet 
into it.” 

Customers are like fish. You 
can get them if you have the right 
line. 


A debtor is a man who owes 
money and a creditor is a man who 
thinks he is going to get it back. 

And an optimist is a man who 
doesn’t care what happens as long 
as it doesn’t happen to him. 

What do you think of a father 
who put his son on his metal by 
making him wear heel plates on his 
shoes? 

They say, in certain parts of 
Scotland, that when a man wants 
a pair of shoes he steps into tar 
ankle deep—and is fitted and shod. 

Reminds me of a new shoe store 
that opened in the next town. It 
advertised “Souvenirs for the La- 
dies,’ and a Scotchman came in 
kilts. 

Business is improving all right 
—men are having their pockets 
mended now. 

Still lots of people are eating 
oleomargarine who have seen But- 
ter days. 

Fellow just came in with a pair 
of laces and said: “I want a pair 
of the same kind of shoes that had 
these in them.” 

Three feet make a yard, but a 
good fit makes a foot. 

Have you heard of the efficiency 
expert who bought a pair of shoes, 
and, then hit his feet twice with a 


hammer to get a pair of socks? 


In conclusion, let me say it isn’t 
easy for a man to stand on his own 
feet unless his shoes fit him. 





OQ 
; 























"I bet you tell that to all the girls." 












THE philosophy that “scarcity makes higher prices” 
and better prices make people buy because of the profit 
incentive, is worn thin and merchants are beginning to 
find that the public not only wants its money’s worth 
but is interested in selection for style and is extremely 
All industries in Amer- 


critical as to service and sizes. 
ica are low in inventories, as demonstrated by the 
Christmas rush. 

A stock of shoes precedes good service in the shoe 
store, so one of the first things to consider in 1935— 
The Year of Great Expectations— is the conditions of 
stocks in types of selections and in sizes to do a job 
in 1935. 

Studies in the field indicate that buyers who have 
present stocks well in hand will find that in 1935 it will 
be necessary to increase inventories to serve a more 
critical public with more style and more sizes. 

As a whole, inventories range from being the same 
to 20% less than a year ago with sales from 10% to 
35% better at the present moment. The regular run of 
stores can safely expect from 10% to 15% more retail 
shoe business for 1935. Many stores are basing their 
anticipated sales program on a 30% business increase 

There are two reasons for inventories being less than 
a year ago. One is that many stores over-bought be- 
cause they feared a rise in prices last year, and the 
other, that women’s styles, particularly suedes, sold 
this past season much better than anticipated. 

Sales are up from 10% to 40% over last year, so 
that comparing this with reduced inventories means 
that the merchant is getting a much better turnover, 
his stock is more healthy and active, also that he is 
in a constant position where he is “open to buy.” 

This of course, refers to the better family shoe stores, 
department and men’s clothing stores who are doing 
an intelligent job of shoe retailing. There are still 
many small town shoe stocks where the lessons taught 
the past few years have not been learned. These are 
the stores that still carry tremendous stocks of shoes 
entirely out of line with their sales. 

Profit-making will be in order for next Spring; 
last year most merchants doing any style business, 
bought many light colors for early Spring—that is, 
for January and February selling. These shoes were 
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More Critical Public 


A study of purchasing power made by 
the Boot and Shoe Recorder in the field 
of retailing for 1935. 


more or less hazardous as the sale of them was de- 
pendent on the weather to a very large degree, espe- 
cially in those localities where the white selling breaks 
early. 

Last year, whites started to sell early, even in Min- 
nesota. Indications are that this will be repeated this 
year. Easter coming late (April 21) will mean more 
staple shoes for early selling or a decided less gamble 
on colors, hence more profit possibilities. 

Local conditions in every community are better 
than a year ago in relation to the amount of 
distress merchandise on the market. Profit pros- 
pects also will be better on account of the greatly 
lessened price resistance on the part of the buy- 
ing public because more better shoes will be sold. 

This better shoe buying has been made mani- 
fest in increasing force right through 1934 in all 
parts of the country. The latter part of the year 
has seen this trend gather strength even in those 
sections where the purchasing power is not 
backed to the country wide average. 

People are working back to a better grade of foot- 
wear than they wore during the 1930-1932 period. That 
this is a definite trend and not just a passing event is 
proved by the records of those stores which show the 
taking-off of the less expensive grades and the buy- 
ing of a better shoe. 

A successful shoe operator must know the exact price 
to mark his shoes so as to get a reasonable return of 
profit on the invested capital. If shoes are sold too 
cheap or for too much money, the store is sure to fail. 
Some buyers have bragged about paying $5.00 for 
$12.50 retailers, but the public soon learned the true 
value of this merchandise. When a store betrays the 
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Wants More Style, 
More Sizes 


FOUR YEARS AGO EDDIE CANTOR SAID: 


"We starve because there is too much food; Go 
broke because there is too much money; And sleep 
in the park because there are too many buildings." 


trust of its customers by overcharging them, that store 
will go down just as sure as the one which operates 
on too close a margin. 

Legitimate profit is based on the true cost of the 
goods, plus the cost of doing business (servicing cus- 
tomers) and a reasonable return on the investment. 


and More Service 


Buyers who are carrying medium and better 
lines of shoes are in many instances planning for 
a 30 per cent increase in sales for next Spring. 
They base this figure on the 15 per cent pairage 
increase of their regular trade which is traceable 
to the normal up-swing in business. The other 
15 per cent they believe will come to them in 
the natural grading-up process which has been 
chartable for the past twelve months. That means 
that these stores figure that half of their increase 
will be had at the expense of the stores carrying 
the less expensive grades. 

These buyers are pretty shrewd operators. They 
hold their important positions by their accurate trade 
forecasts, as well as by their stvle and merchandising 
knowledge. 

Department store merchandise men and controllers 
have come to realize that there is too much theory in 
business, and as a result, buyers are being given a 
freer hand in merchandising their stocks. Turnover 
(with size poverty) is being sidetracked. Stores that 
are now alive are selling merchandise because they 
have discovered the fallacy of putting too much pres- 
sure on turnover, with a consequential shrinking of 
profits. 

Stores who had bowed down to figures as a guide 
during the past three years have discovered to thei: 
sorrow that they have lost out in comparison to those 
who have had a complete assortment of merchandise. 
Shoe buyers have been able to prove to their merchan- 
dise men that they must have new goods to hold trade 
and that they must have sizes to fit customers. 

Merchandising men having learned these lessons are 
now allowing their buyers to go into the market prac- 
tically unhampered. Spring buying is not based on 
former methods or figures but has been changed to 
meet conditions as they are today. 


te 60h O88 o88 
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January Brings the 


The Three Rules for Hosiery 
Color Selection Are: 


1. Stockings to blend with the skin. In 
these skintones the new notes are very pale 
nude shades to go with delicate pastels and 
deep suntan for “Peasant” colors. 


2. Stockings to make a color accent in the 
costume. Here the most important develop- 
ment is brown or deep suntan to accent the 
light or natural colored costume worn with 
brown accessories. 


3. Stockings to blend subtly with costume 
colors. Medium taupe shades and clear 
beiges to wear with navy blue and black, the 
most important for the early season. A 
limited demand for light grays and neutral 
beiges to match neutral costumes. 


Spring and 
Summer 
Hosiery Colors 


... as selected by the 
Textile Color Card 


Association 


TROPICA ... warm medium beige. Smart 

with entire range of blues; bluish greens 

of Oriental type; light browns, beiges. 

Shoes: Clipper Blue; Marine Blue; Belmont 

Beige; Marrona; Praline Brown; Indies 

Brown; black. 

TEADANCE ... subtle mellowed beige. Pre- 

ferred complement to the new raspberry fuchsia 

and purplish tones. Also keys with medium blues 

and navy; rosewood browns. 

Shoes: Marine Blue; Clipper Blue; Belmont Beige ; 

Marrona; Indies Brown; black. 

BALI BROWN ... light Spring brown. Stressed as a 

smart “transition” shade from late Winter to early 

Spring. Complements a wide range of browns and 

beiges; English mixtures; rusts; greens. 

Shoes: Praline Brown; Marrona; Indies Brown. 

SANTONA ... new sand-tinted beige. High fashion 

shade, especially for wear with natural linen and cream tones; 

light blues and other pastel tints. 

Shoes: Cameo; Bleuté; Tropez Pink; Clipper Blue; Drapeau 

Red; Deertaupe. 

GREYDUSE ... medium gray of beige cast. Emphasized for 

general wear with navy, greyed or violet blues; greys; black. 

Also harmonious with darker bluish reds and purplish tones. 

Shoes: Marine Blue; black. 

DISTINGUE ... deep natural beige. Favored for town wear 

with neutral browns and beiges; navy; black. 

Shoes: Indies Brown; Deertaupe; Marine Blue; Fawn Brown; black. 
SUNDORA ... clear sun-toned beige. Keys perfectly with important pastel 
range, as well as white and the new cream tones. 

Shoes: Cameo; white; Chamois Yellow; Bleuté; Tropez Pink; Bourbon; 
Clipper Blue; Drapeau Red. 

JAVATAN ... rich sunburnt shade. Blends smartly with brilliant h = 
cially the new “Peasant Colors”; warm Spring browns and beiges; greene. poke 
and orangy tones. Also a high style contrast to pastels, cream and white. 
Shoes: Chamois Yellow; Cameo; white; Bourbon; Pralin : 
Blue; Marine Blue. © Brown; Clipper 
MALIBU BROWN ... new sun brown. Important “transition” color 
Winter to early opens. Complements warm light browns, smpectaly” ae 
casts; medium yellowish greens; rusts; animated sports tweeds, 

Shoes: Praline Brown; Marrona. 
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New Hosiery Colors... 


By 
RUTH HARRINGTON 


Have you heard 


that the Princess Marina (now Her Royal Highness, the 
Duchess of Kent) has a number of pairs of navy blue stock- 
ings in her trousseau? Navy blue hosiery in sheer numbers 
is an outstanding novelty in the new lines. The fact that 
the latest Royal bride endorses this idea will be widely pro- 
moted. Navy blue stockings will be shown to wear with 
navy blue Spring suits, coats and with navy prints, and there 
is just a possibility that they will sometime be seen as an 
accent color with light costumes that have navy accessories. 


In costumes for Spring the most im- 
portant color will, without question, 
be navy blue. And the early orders 
in shoes are also giving navy blue first 
place. The hosiery stylist’s first 
thought, then, is what stockings should 
be promoted for the navy blue Easter 
outfit. Neutral taupe shades, a little 
lighter than this Winter’s taupes, and 
clear middle beiges are the colors that 
will open the season. And these shades 
also will be worn with black, the 
runner-up in costumes and shoes. 


THE matching navy stocking for navy blue costumes 
is a novelty choice that is expected to have considerable 


promotional importance. And there will be women 
who will want gray stockings with blue outfits. One 
leading hosiery manufacturer has styled a special 
metallic gray to promote for the many blue costumes 
that have a strong violet cast. 

The next problem is the stocking for the light-col- 
ored costume. This pale neutral or delicate pastel 
outfit will be prominently featured this year in woolens 
for the Pre-Easter picture, although it will be even more 
important when linens and cottons and light silks come 
on the scene. The majority of the hosiery lines have 
included a neutral sandy beige which is a match for 
natural colors in clothes and shoes. Many also offer 
a matching light gray. A few are featuring the off- 
white shade endorsed last Summer in Paris (for resort 
wear only). The feeling is, however, that a contrasting 
stocking will be smarter than close matching for this 
type of light costume, since dark accessories will so 


often be used to relieve its monotony. The importance 
of brown accessories particularly suggests that the 
smartest choice to wear with naturals or light pastel 
woolens will be a beige, brown or sun-bronze shade. 
A clear color that avoids the pink or red cast. 

After Easter the skin tones will come into their own, 
and here the emphasis is on the two extremes—the 
light and the dark. Practically every hosiery color 
card has a nude shade for daytime wear that would 
have been considered an evening color last year. This 
light shade toning in perfectly with the fair, untanned 
skin, is presented as the correct color for resort and 
Summer pastels in the new “Regency” tints. 

At the other end of the scale, a deep and vibrant sun- 
tan is the choice for gay “Peasant” colors. Reports 
from the southern resorts already indicate the enor- 
mous success of these gay colors—bright oranges, and 
rusts, bright greens, bright blues, and the stockings 
to go with these must have a definite character—a warm 
“gypsy” vitality. To wear with white, this deep sun- 
tan will also be smart since so many brown and white 
shoes are in the picture. 

The new chamois-colored shoes are a special prob- 
lem. Two solutions are suggested—the first a light, 
clear neutral beige without a trace of pink which will 
be as inconspicuous as possible on the leg. The sec- 
ond is a clear sunbrown in decided contrast, blending 
with brown accessories. 

This idea of contrasting stockings, used as a definite 
color accent in the costume, is the high fashion note 
of the season and offers new possibilities for hosiery 
promotion. 
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) SIGN POSTS 


THis is written from Knoxville, Tenn. 

Norris Dam is being built twenty-five miles north- 
east of here on the Clinch River. This city, therefore. 
finds itself presented with an extra weekly payroll of 
$150,000 and upward. And _ herein 
strangest twists of shoe retailing I have yet encoun- 


is one of the 


tered. 

Up the Valley, some five thousand men are work- 
ing; some blasting rock out of the hills, grinding it 
up for stone and concrete sand; some mixing the con- 
crete, transporting it, and, with steel, fashioning it 
into a great dam, and some are doing the thousand 
and one jobs necessary for the completion of this 
project. 

All of this is rough work, dirty work, for Norris 
Dam will be 253 feet high from foundation to road- 
way, 210 feet thick at the base and 1800 feet long at 
the crest. The waters impounded will form an arti- 
ficial lake of 3,600,000 acre-feet covering some eighty 
square miles. The estimated cost of the dam is $34.- 
000,000. 

Retail shoe sales in Knoxville are generally good. 
They vary greatly in the different stores, some show- 
ing only a scant 10 per cent increase, while the figures 
of others indicate a 50 per cent gain in sales. 

The strange part of it all is the kind and type of 
shoes which constitutes the major part of this increase. 

Here are 5000 men doing the manual labor and 
engineering work out on location, working in dust, 





muck and dirt. For the most part they wear the 
heavy high leather boots although a few wear the 
regular work shoes. Now the heavy shoe business is 
just fair on the average, in Knoxville, while the sale 
of men’s and women’s dress shoes retailing at $8.50 and 
over has more than doubled in the past year. Figure 
that out. 

Men working on the T.V.A. project (Tennessee Val- 
ley Authority) get 45 cents, 65 cents and $1.00 an hour 
for a 33-hour work week. Some additional 400 office 
and executive workers stationed in Knoxville receive 
a much wider fange of pay in keeping with their varied 
responsibilities. 

Quite a few of the workers get their working shoes 
in the commissary in the nearby newly made town 
of Norris, while the majority pick theirs up in Knox- 
ville. Few of the city stores make any great effort to 
get the boot and work shoe business. The stores selling 
the better grade men’s shoes carry only the field boots 
for the well-paid engineers. Seemingly, these stores 
feel that while they are supplying this demand and are 
enjoying a healthy increase in the sale of their dress 
shoes, they are satisfied. 
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to PROGRESS 


Another angle: In checking with the local repair’ 


shops, I find that they are doing very little repairing 
of work shoes. At first, men brought in their work 
shoes to be resoled, but these shoes were of such poor 
quality, they would not stand fixing. 

Let’s see what some of the stores featuring work 
shoes say. At Kinney’s, G. W. Strawn finds a direct 
increase in business traceable to the T.V.A. workers. 
Work shoes are carried here at $2.00, $2.50 and $3.00 
with boots at $4.00. These are selling freely and are 
the means of bringing in whole families of workers for 
all of their footwear. No trouble is being experienced 
in selling dress shoes at $3.98, whereas a year ago the 
$2.98 grades sold best. 

At Sears-Roebuck’s, work shoes and work clothing 
are showing a greater increase in sales than any other 
departments in the store, says J. T. Mathews. Heavy 
16-inch boots at $6.50 and work shoes at $2.98 are 
his best sellers. 

Other chain and independent stores featuring popular 
priced shoes report only a slight increase.in sales in 
their work shoes. 


SomME field boots are sold at Hall’s (men’s clothing 
store) to the engineers. The real increase in business 
here is on dress shoes, with prices from $4.00 to $13.00. 
The $4.00 and $5.00 grades are for the school boys. 
Last year it was a case of $8.00 and down, while this 
year the retail prices are from $8.00 up. The reason 
T. F. Hagen gives is that the men have more money 
this year and are spending it. 

The big increase reported in the women’s high grade 
business constitutes a real puzzle. Men earning from 
$20.00 to $33.00 a week, many of whom have been 
out of a job for a long time, are not given to paying 
$8.50 to $13.50 for shoes for their women. The first 
thing they thought they must have was a new or 
second-hand car, and they are still paying for that. 
Somehow these people in and around Knoxville are 
buying many good shoes from the established stores. 
Of course, Knoxville has many varied industries that 
have been running very regularly, and has more than 
the average proportion of moneyed people and fine 
residences. It also has a very good back country that 
is always fairly prosperous. This is related in 
parentheses so that a real picture of the town can be 
visualized, because you are to hear some startling per- 
centage gain figures. ' 

J. H. Anderson, president of Miller’s, a department 
store which is showing a 50 per cent gain in sales, 
told me how his institution foresaw this increase in 
business and planned for it. His reasoning that with 


By 
HARRY R. TERHUNE 





Five thousand men working on the T. V. A. project 
near Knoxville and scarcely any increase in sales 
of work shoes! Instead the RECORDER Field 
Editor finds a doubling of sales in men's and 
women's shoes at $8.50 and even more. A study 


in human psychology which shows what is hap- 


pening when people again have money to spend. 


many strangers coming to town, stores who featured 
advertised brands of known quality and that carried a 
real stock of them, would get the business. proved to 
be correct. 

It takes a lot of courage to pursue such a course, he 
explained, especially after the banks of one’s town 
have stopped functioning. 

The policy of a complete stock of good merchandise, 
plus the largest advertising campaign in the store’s 
history, has brought a tremendous amount of business 
to the store. Good profitable business in the better 
grades of merchandise too. Mr. Anderson sees a great 
future for his store and for his city. While he is now 
considering a remodelling and enlarging program, he 
also realizes the slight possibility of a lull in business 
immediately after the dam is completed in the Summer 
of 1936. 

Now for a visit with the buyer of Miller’s shoes de- 
partments, E. B. Sharp. This shoeman has a neat 
little shoe department of some thirty chairs with a 
regular force of fourteen shoe fitters. He is showing 
a 54 per cent increase in sales through doing just one 

[TURN TO PAGE 36, PLEASE] 





it's time to abolish the foolish practice of giving 


new shoes to complainers 


READ the above paragraph carefully, for it is a notice 
which should be posted in every shoe store tomorrow 
morning. An enclosure to the same effect should be 
wrapped with every pair of shoes sold. 

It is a story which should be told over and over, day 
in and day out, until the public learns that this state- 
ment means exactly what it says: “If you wear a shoe 
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IF SHE WEARS IT- 





you must keep it. It cannot be returned on the claim 
that it does not fit.” 

But first the shoe trade itself must be convinced (1) 
that such a policy is right, (2) that it is necessary, (3) 
that it is “professionally proper,” and (4) that it is 
workable. 

Right at the start I’ll admit that in writing this ar- 
ticle I am butting square up against a stone wall, for 
only a small minority of my fellow retailers will agree 
with me—now. All I ask is that every one of you read 
this story through to the finish. Then if you are not 
converted, well, I'll still insist I am right and that you 
will eventually change your mind. 

First, let’s analyze the present situation in the aver- 
age middle-to-better grade shoe store. I refer especially 
to women’s shoes. 

Suppose a customer has worn a shoe a few times and 
then comes in to complain about the fit. What hap- 
pens? 

If the adjustment man decides the fit is quite bad 
he gives her a new pair immediately “with a smile” and 
all that sort of thing. If the fault is less serious and 
he thinks it can be corrected by some alteration he 
tries it. But if she comes back about it two or three 
times she, too, gets a new pair. 

In other cases the adjustment man cannot see any- 
thing materially wrong with the fit. He tells her so 
and the argument begins. It usually ends with a new 
pair, “the prestige of the institution” must be upheld 
at all costs. 

We shoe retailers have come to accept this situation 
as “just one of those things” about which nothing 
can be done. But I think I am correct in saying this 
policy has absolutely no parallel in the field of mer- 
chandising. To an outsider it is inconceivable that 
we allow—and encourage—the customer to return a 
worn shoe, a thing completely ruined for resale. 

It would not be so bad if this amounted,to only a 
pair or so a week. But the practice has grown so fast 
in the past few years that it has become one of our 
major problems, probably much more serious than any 
of us realize. This is because every shoe dealer hates 
to confess at home or abroad that he has such a thing 
as complaints in his fine shoe store. He prefers to 
“wave the flag” and keep a bold front. 

Ordinarily we feel that most unbusinesslike practices 
start at the “bottom” and work up. However, the 
policy of making adjustments on misfits began at the 
top, in the hearts of our most upright shoe merchants. 

It was born of the unselfish conviction that the basis 
of a successful shoe business lies in perfect fitting; that 
the customer should be trained to depend on the shoe 
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SHE SHOULD 
KEEP IT! 


dealer for this fit; and that if the fit is wrong the 
shoe dealer is responsible and must make good his 
mistake. 

I, too, have preached and practiced that policy most 
religiously. I have made thousands of adjustments on 
that basis over a period of a good many years. I'll 
even admit I enjoy the delicate job of adjusting com- 
plaints and sending the dear sisters out smiling and 
satisfied. 

But complaints on fitting have become so numerous 
and so hard-boiled that I feel the whole industry must 
about-face right now. No half-way measures will do. 


WE have better fitting shoes on our shelves. We 
have more skillful salesmen on our fitting stools. Yet 
our complaints keep growing in numbers and in 
severity. Customers magnify their troubles. They 
have a different attitude “in the mind.” It is not un- 
common for a woman to demand a new pair because 
the one she has worn three or four months does not fit. 
A different excuse pops up every day. Even those who 
order by mail wear them and return them. 

How did they get that way? You all know the 
answer: We made them that way! 

To quote an extreme example, I overheard a girl 
whispering to her friend who was being fitted but who 
was unable to get the right size in the shoe she wanted, 
“Take it anyway; if it doesn’t fit they'll have to give 
you a new pair.” That’s a tragic state of affairs, but 
you can hardly be too harsh with these girls for 
observing what goes on around them every day. 

Most customers are not like that, at least they are 
not so outspoken. But down in her heart the most 
honest woman has that same feeling, “If it doesn’t fit, 
they’ll give me a new pair.” We have encouraged it. 
We-have preached it. Why should she not believe it? 

Consequently human nature being what it is, we 
know she does not take the same care “trying them 
on the carpet” that she would if the responsibility for 
the success of that fit rested on her own shoulders. 
That cannot be denied. 

What are the specific misfits about which people 
complain? Their number is legion. Too tight, too 
loose, hurts the arch, doesn’t touch the arch, gaps, 
wrinkles, wrong heel, burns the foot, “not my shape,” 
hurts all over, etc. 

Looking over this list it is evident that in the 


We Shoe Men Have Been Inviting the Public to 


- majority of cases, though not all, the fault she com- Throw on Our Shoulders a Responsibility That 
[TURN TO PAGE 34, PLEASE] Should Be Theirs 
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certainly sells shoes 


“Yes sir, these solés ate made by the same people who make those long-wearing Goodyear Tires”’ 
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pagel wants longer-wear- 
ing shoes today because 
everybody is having to economize. 






Everybody knows that the longer 
the sole wears, the longer the 
whole shoe lasts. 


NO OTHER SOLES BUILT WILL OUT- 
LAST GOODYEAR WINGFOOT SOLES. 
THEY GIVE EXTRA WEAR! 





















That is why Goodyear Wingfoots 
are America’s fastest-selling 
soles today — because millions 
have learned by experience that 
their longer wear means greater 







economy. 





That is why it pays to have them 
on the shoes you sell — because 
your customers recognize the 






AMERICA’S FASTEST- 
Goodyear name as proof of extra SELLING SOLE 






service, extra value! 
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OUTLOOK 


A Louder Voice for Retailing 


THE center of economic interest in the year 1935 will 
be distribution. No other topic looms so large. It is 
the major key to recovery. We have talked for years 
about over-production but have learned through inven- 
tory losses that the real answer was under-consumption. 
So, in the field of distribution, the best brains of 
America will focus in 1935. 

When everybody is thinking in terms of distribution, 
it is a good sign, for every effort will be made to in- 
crease the use and desirability of goods and services 
for consumers. In this complex American life that we 
live, things play a tremendous part. We need apparel 
and footwear for diverse uses. We need transportation 
in all its modern forms. We need services that con- 
sume goods prior to the point of public use. We need 
everything. 

Stores play the biggest part in the distribution of 
goods. In 1933 there were 1,526,119 retail stores in 
the United States. Try to visualize that number of 
stores and the number of proprietors and merchants 
operating them. The employment roll in itself is 
tremendous, for the stores of this country pay wages to 
2,703,325 full time and 730,327 part time employees. 
The sales volume of these stores may drop 49 per cent 
from a boom period to a depression period, but the 
effect on the number of stores and retail employment 
is not as great as the decline in business. In the manu- 
facturing field, employment can drop off to the “stand- 
by” force but not so in retailing. The store must be 
opened and ready for business. Let’s hope that the 
rise in business will parallel the rise in the interest in 
distribution. 

Isn’t it about time that retailing should become more 
articulate in a national way? Maybe it is because 
‘there are so many individuals engaged as employers 
of retail stores that it seems impossible to organize a 
multitude for progress. The manufacturer has been 
able to organize for his protection and promotion such 
organizations as the National Manufacturers Associa- 
tion and the Chamber of Commerce of the United 
States. 

But there is not, at the moment, one strong voice for 
all retailing. The need is evident. One has but to 
look at the structure of the codes to see that the retailer 
is the most code-ridden of all American business. 

The statement was recently made: “Not only in his 


BY 


PT oy) ae 


buying must the retailer confront the code control set 
up by the 254 separate manufacturing industries, but 
even in his selling and store operation N.R.A. has per- 
mitted nearly one hundred other codes to affect the very 
life of his business.” 


So, for the purpose of protecting the function 
of retailing, there is a need in 1935 of an all- 
retail national voice. The idea of having a 
Chamber of Commerce of Retailing or a National 
Retail Council or some sort of a major organiza- 
tion to which retail trade associations might be- 
long is in the minds of many men. 


Paul H. Nystrom, the outstanding economist of re- 
tailing, advocates a united voice for over one million 
retail stores, for the day of individual operation for 
progress is fading and the new idea is to organize for 
promotion as well as protection. 


Every merchant should belong to his trade 
association—both local and national—and every 
merchant should urge a coordination of retailing 
effort so that the voice of distribution can be 
heard in the public interest. Codes are to be 
remodeled and even as excellent a code as the 
general retail code needs the best brains of 
retail industries to bring into use the next in- 
strument of recovery. 


- The very weakness of the retail voice in this country 
brought the sales tax burden upon the retail merchant. 
If distribution is to be the science of the future, let’s 
strengthen the voice of the retailer in legislative halls 
and in public opinion. 

Retail organization in shoes has been strengthened 
this past year by the addition of hundreds of local 
bodies brought together because of the code and find- 
ing comfort in the friendships of association life. In 
the year 1935 these small groups must be coordinated 
into an even more effective national structure. 

There is work to be done and the new work can only 
be done by powerful association. 
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APPROXIMATELY FOUR 
PAIR KISTLER BENCH 
BRAND” OUTSOLES ARE 
CUT FROM THIS AREA 


You can make money with that fact if you sell shoes 
which back it up. The customer knowing the least 
about shoemaking, will quickly realize what it means 
to him, to be told that only four pair of such outsoles 
as are on the shoes he is buying, can be had from a 
whole side of sole leather. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


A BALANCED TANNAGE 


se, -.. ._les-c0-otteessaae in leasing toes he nemmen of is not made from common cattle hides. Our tanning 
“BENCH BRAND” LEATHER SOLES. Write us for them. methods require the best hides. We respect uniform- 
ity. Outsoles cut from all parts of a side must, by the 
nature of hides, vary in merit. It is a relief from 
anxiety to know you can rely on “BENCH BRAND” 


outsoles to serve the customer properly. 


LSULCL « 


LEATHER COMPANY 


FOUNDED - 1840 


‘BOSTON:-MASS: 
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Herbert G. Hanan 


























HERBERT G. HANAN, president of Hanan & Son of 
Brooklyn, is of the fourth generation—called from his 
studies at Harvard College to succeed his brother, the 
late Robert W. Hanan, and to carry on the tradition of 
fine shoe making first established by his great grand- 
futher, James Hanan, in 1849. 

These responsibilities he assumed early in 1934, but 
ably, and not as an inexperienced lad, totally unfamil- 
iar with the business, because it had been his hobby 
even in his boyhood. During school vacations, while 
attending Poly Prep in Brooklyn, he worked in the 
factory and became familiar not only with the essen- 
tial processes of shoemaking, but as well with those 
touches which are the hallmarks of fine craftsmanship. 


Herbert G. Hanan is the grandson of the late great 
John Henry Hanan, one of the leaders of the country’s 
shoe industry and a founder of the National Boot and 
Shoe Manufacturers’ Association. He is the son of the 
late Herbert W. Hanan who, too, entered the business 
at an early age. Association activities also appeal to 
him and he is the active chairman of the Exhibits Com- 
mittee of the January convention of the National Shoe 
Retailers’ Association. 


A capacity to make decisions comes through years 
of attendance at executive meetings of the company’s 
officers. It was there that he gained much of the knowl- 
edge and experience which now enable him to carry on. 
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1934 


48,000,000 
PAIRS 


OF CEMENTED SHOES 


established to the tune of 48,000,000 pazrs this year 


DU PONT’S CONTRIBUTION 
TO ONE OF THE GREAT ADVANCES 


IX YEARS AGO the manufac- 
S ture of cemented shoes was in 
an experimental stage. Today, 
48,000,000 pairs, or 36.9% of all 
the shoes made for women are ce- 
mented. This growth in the sales 
of these shoes to the discriminating 
women of America has had few 
parallels in footwear history. 

The success of cemented shoes 
has been made possible by the 
invention of improved machinery 
and the development of a special 


IN FOOTWEAR HISTORY 


adhesive. The latter project was 
entrusted to du Pont, because 
du Pont has spent millions of dol- 
lars in formulating many products 
made with nitrocellulose, the base 
on which the new shoe cement was 
to be made. 

First of all, the cement had to 
be suitable for use on the new 
machinery—and further than this, 


QU POND 


REG. U. 5. PaT. OFF 


it had to be resilient, to make shoes 
comfortably flexible, neat and 
stylish, and strong enough to pro- 
vide secure adhesion. 

How well the du Pont cement 
has filled those requirements is 
testified to by the one hundred 
and thirty-one shoe manufacturers 
who are using this cement, and 
the number of cemented shoes be- 
ing sold this year to people who 
appreciate smartness and comfort 
in their footwear. 


E. 1. DUPONT DE NEMOURS & CO., INC. - FINISHES DIVISION - WILMINGTON, DELAWARE 
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INSPIRATION 
TO 


INDEPENDENTS 


Fire completely destroys Mufreesboro’s only in- 
dependent shoe store. 

To 9998 people this was just an exciting incident. 
But to two boys—Milan and Ivan Brown—this disaster 
spelled opportunity. 

When the news came to these young shoe clerks, 
Milan being 22 and Ivan only 20, that the owner of 
the burned store had decided to quit shoe retailing, they 
knew that the moment had arrived for them to enter it. 

Boys of their age who had been brought up on a 
nearby Tennessee farm and who had had only a few 
years’ retail shoe experience to their credit, could not 
be expected to have enough money to finance the start- 
ing of a store. They had saved some money but not 
enough. A local business man was so impressed by the 
evident ability of these two young men that he con- 
sented to back them. 

That was in the Fall of 1931, a little over three years 
ago. There is no need of repeating this fresh business 
history of what has happened the country over in the 
retailing of shoes. 

The third man in the business, J. M. Jetton, was an 
inactive partner, but not silent. Some help came from 
him. A great deal more help of a really practical na- 
ture came from those who supplied the merchandise. 
Within eighteen months the Brown brothers had done 
so well that they were able to pay off their indebtedness 

to Mr. Jetton and to operate on their own. 

This venture was no flash in the pan kind of success. 
In the eighteen months just past, this business has gone 
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How Two Tennessee Farm Lads, 
with a Little Cash, a Lot of Courage 
ard a Few Years of Practical Ex- 
perience, Built a Solid Success on 
the Ashes of a Burned-Out 
Shoe Store 


















Interior and exterior views of the up-to-date and suc- 
cessful shoe store operated by the Brown brothers 
in Murfreesboro. 


right ahead. A nice cash reserve has been built, enough 
so that when Mr. Opportunity knocks on the door next 
time, a cordial welcome will be assured him. Dreams 
of more stores in the future have not yet taken any 
concrete shape as both boys are of very practical nature. 
So much was learned between customers one cold 
dreary November day. The day this reporter made his 
visit was Milan’s turn to go home to lunch. You see 
they alternate going home noontimes. Business is so 
good that one brother goes home and brings the other 
his lunch. A third brother who is now going to the 
local Teachers’ College, helps out afternoons and Satur- 
days. While this keen-eyed youngster has a strong 
liking for chemistry, he too knows his shoes. 
Consider this an open invitation for those of you who 
believe the young man has no chance today, to take a 
trip to Mufreesboro, Tenn., and see for yourselves. 
“Competition crowding out the independents?” Non- 
sense, says the Brown brothers. So far as they are 
concerned, there is only one shoe store in the world. 
They have heard of hard times but never experienced 
any real tough going, that is, not enough but what they 
have always been able to discount their bills. 
True, at first the struggle of getting a foothold was 
not the easiest thing in the world. That battle is over 
[TURN TO PAGE 47, PLEASE] 
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THE BOX TOE 


y 
, 
hidden from view 


yet vitally important 
to the appearance and 
comfort of the shoe. 
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National Shoe Retailers 









Convention Speakers 


ton Institute, who will speak 
at the Monday luncheon, Jan- 
uary 7, at the Hotel Com- 
modore about ‘America’s 
Capacity to Consume the 
Better Things of Life.'’ Mr. 
Galloway speaks as an editor, 
professor and author of 
numerous books on Manage- 
ment, Credits, and Business 
Organization. 


PROFESSOR LOUIS 
BADER, Associate Professor 
of Marketing at New York 
University, entered academic 
life after twenty years in the 
business world. He will speak 
at the N.S.R.A. Convention, 
during the luncheon session 
on January 7, on ''Consump- 
tion and Recovery.” 


RAYMOND 6G. TWYEF- 
FORT will bring to the Tues- 
day session of the convention 
a message to merchants spe- 
cializing in men's wear. Mr. 
Twyeffort, chairman of .the 
American Merchant Tailors 
Asociation, will speak on 
“Revolution in Men's Attire 
through Color, Leisure and 
Sports." 















‘NEW YORK-STEP BY STEP 


|... Attend the Convention Session on January 10... 


| when Louis Feeman . 
| school .. . tells you: . . 


Dr. LEE GALLOWAY, vice- | 


chairman, Alexander Hamil- | 


_ and Miss America taking a bow . . 


. . head of New York’s famous shoe 
. “You need shoemanship plus 
showmanship to do it” . . . And the Committee of One 
Hundred . . . shoemen all . . . plan to make that day the 
prelude to the great shoe year . . . Shoe ’em and sell ’em 


. . . Mr. and Mrs. America . . . with Buddy America 
. Spend the rest of 


_ the week visiting the big buyers of New York City 








. .. They are holding open house in their shoe de- 
partments and shoe stores . . . Every merchant wel- 
come and twice welcome . . . Celebrities will be the 
ordinary thing at this show . . . Mayor La Guardia. 
the Manhattan Dynamo, may play a prominent part in 
the “Fusion” of political and economic problems on Jan- 
uary 9. . . Governor Lehman is expected . . . Morgan 
Grossman, president of the Shoe Manufacturers Board 
of Trade . . . Bernard S. Gimbel, of Gimbel Brothers . 
are expected to bring color to the testimonial dinner to 
John Slater . . . From the Pacific Coast comes the mes- 
sage: “I am taking a great interest, in this far-away city. 
in our show . . . I am very optimistic about the whole 
thing” . . . “I am positive that the attendance will be 
great,” and it is from Will Knight, the showman of Port- 
land, Oregon . . . Out of West Virginia comes the cry, “1 
am doing my part to get all our local crowd to go to 
New York” . . . That call was from W. M. Ayres... . 
Harry E. Fontius sends a message from Denver . . . “Ex- 
pect to be in New York in January . . . Glad to hear 
you're going to have such a good convention” . 
Hundreds and hundreds of others have written 
saying they’re coming to the “Isle of Inspiration” 
—January 6-7-8-9-10 . . . The whole shoe world 
looks to New York for guidance in 1935 . . . The 
shoe trade convenes in New York City to make its plans 
for the coming year . . . Merchants are coming from 
everywhere . . . There is a convention call heard through- 
out the country . . . Dubuque, Iowa . . . Seattle, Washing- 
ton... El Paso, Texas .. . stand by . . . Calling all mer- 
chants . . . Calling all shoemen . . . to Convention . 
The 24th Annual...N...Now...S...Start...R 
..+ Recovery... A... All together... ON TO NEW 
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On to New York 


By M. A. MITTELMAN 
President, National Shoe Retailers Ass'n. 


THE call to better business in 1935 is— 
“On to New York!” For, when manu- 
facturer and retailer meet at the Hotels 
Commodore and Biltmore, on Jan. 6-7-8- 
9-10, issues will be discussed and plans 
will be made that will be instrumental to 
the success of the shoe industry in the com- 
ing year. It seems that the shoe men of 
America have the purpose in mind of mak- 
ink New York City an “Isle of Inspira- 
tion,” not only in the creation of shoes 
but also in the better merchandising of 
shoes. 

Start 1935 in Convention in New York 
City, Jan. 6-7-8-9-10. The year ahead may 
be the most dangerous year or the most 
promising year of your life of shoes. Sig- 
nificant changes, affecting our social, polit- 
ical and economic life, make it imperative 
for you to say—“On to New York!” 
Every important factor of influence to the 
shoe industry will bring its encouragement 
to bear. The Shoe Merchants’ Council 
will present the great All-Industry Ban- 
quet. A group of quality manufacturers 
will present the only National Shoe Style 
Show; Every important retailer associa- 
tion and manufacturing organization will 
be represented. Leaders—political, eco- 
nomic and social—will offer their judg- 
ments on the business of shoes, so that 
every merchant, manufacturer, tanner, 
stylist, who attends this great national 
meeting of shoe experience, will take back 
to his shop a message of enthusiasm and 
the. tests of knowledge and experience to 
aid him up the path of progress, profit and 
prestige in 1935. 


| 
| 
| 
| 


Shoe Buyers and Merchants 
Coming to Retailers Show 


Hundreds, yes thousands, of merchants write, ‘We shall 


attend this great meeting of shoe factors on the 


Shake hands with: 


Inspiration." 


E. A. Hamrick, Brozman’s, 
Williamsport, Pa. 


S. Katz, The Fair, 
Chicago, Ill. 


J. Davis, Kresge Dept. Store, 
Newark, N. J 


B. Robinson, 
The Steinbach-Kresge Co. 
J. Jacobi, Palais Royal, 

Washington 
Samuel Andrew Moore, 
Moore's Footwear Service Since 1844 
Poughkeepsie, N. Y. 

Frank Firnstahl, 

Firnstahl Shoe Store, Colby, Wis. 
Harry Hess, Herbert's Shoe Store, 
Richmond, Va. 

John V. Mahony, 

D. D. Mahony's Sons, Lawrence, Mass. 
Harry M. Greenfield, 
Greenfield Shoe Store, Gropton, W. Va. 
R. J. Hoffmann, 

Wheeling, W. Va. 

W. R. Taylor, Style Shoe Co., Inc 
Hampton, Va. 

Phil Siegel, Siegel Shoe Co., 
Charleston, W. Va. 

John L. Volin, Gamber Desmond Co., 
New Haven, Conn. 

Milton Marmer, Salisbury, 
Maryland 
T. Dunn Bellfield, 

W. H. Steigerwalt, Phila., Pa. 
Chas. Livingstone, Livingstone Bros., 

Clarksburg, W 


R. Israel, Israel's, 
Andrews, S. C. 


George E. Peirce, Jr., 


| 
| 
| 
| 


| 
| 
| 
| 
| 
| 


Thomas F. Peirce & Son, Providence, R. |. | 


M. C. Van Arsdale, 
Van Arsdale, Inc., Plainfield, N. J. 


"Isle of 


Kathryn M. Anderson, 
Kathryn M. Anderson Co., Reading, Pa. 


Robert Mendelwager, 
A. Mendelwager, Bayonne, N. J. 


John Manz, Manz Shoe Shop, 
Bayonne, N. J. 


H. A. Read, Read Shoe Co., 
Binghamton, N. Y. 


Charles Joseph, Joseph Shoes, Inc., 
Cleveland, Ohio 


E. K. Ketrow, The Four Shoe Co., 
Inc., Princeton, W. Va. 


Charles E. Theriault, 
C. H. Shipman Co., Montpelier, Vt. 


Herman M. Katz, 


George Katz & Son, Martinsburg, W. Va. 


Ralph P. Levey, 


| M. Pokorny & Sons Ltd., New Orleans, Le. 


J. W. Myers, J. W. Myers Co.. 
Philadelphia, Pa. 


W. M. Ayres, Ayres & Harwood, 
Huntington, W. Va. 


W. M. Parker, Gordon Shoe Co.. 
Detroit, Mich. 


M. C. McGrew, Dils Bros. & Co.. 
Parkersburg, W. Va. 


Hillard A. Miller, 
H. A. Miller & Sons, Northampton, Pa. 


H. H. Chapman, Trown Thomson, 
Inc., Hartford, Conn. 


E. Cook, Cook's Bootery, 
Ames, lowa 


Cc. C. Hall, G. M. McKelvey Co., 
Youngstown, Ohio 


Chas. 


Stanley Halgas, Halgas Bros., 
Syracuse, N. Y. 

J. Jay Jaffee, Harsfeld's, Inc., 
Kansas City, Mo. 


Daniel M. Haney, Haney's Shoe Store, 
Lincoln, Nebr. 











(SSHOE PROGRESS BEGINS - ~NSRA.I 1935) 
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New Vosber 
Commodore 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 

mmodore 


J. 
Altechal, Julius, 
American Shoe Co, | 
Ansin Shoe Mf 
Anwelt Shoe " 
Apt, E. R., Shoe Co, 
Armstrong, D., 
Arnold Bros. & Commodore 
Arnold, M. Commodore 
Arrow of Brooklyn Novelties, Inc. Commodore 
Arrow Shoe ‘ommodore 
Ascot Shoe Co 
Astor Shoe Mfg. Co., 
Ault-Shackford Shoe Co 
Ault-Williamson Shoe Co 
Avon Shoe Co., 
Avon Sole Co., I 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Commodore 
. Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Bancroft-Walker Shoe Co 
Barber, Frank, Shoe og Inc.. 
Barr & Blocmnpeld Shoe Co 

Bates Shoe 
Belcher, George. 
Belle Craft Slipper ag 

Belle Meade Shoe C 

Ben Berk Fashion ES Inc. 
Bennett, C. W., Shoe Co 

Berte Shoe Styles 
Best Made Slipper Co... 
Best Shoe 


.Commodore 
Commodore 
. ..<Commodore 

. Commodore 
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Exhibitors at 


Where To Go, Beginning January 7, 
To Find The Lines For Which You Are 
Looking at The New York Show 


Clayman Shoe Mfg. Co 
Cohen, M., & Sons, Inc 


Cole, B. E., 

Coleila & Ttabeen Shoe Co 
Cole, Rood & H 

Cone Cromwell Co 


Commodore 
Commodore 

McAlpin 
Commodore 
Commodore 
Commodore 
Commodore 


wealth Shoe & Leather oe Commodore 





Biltmore Shoe Co., 
Bleecker Shoe Co 
Bloom, A., Shoe 

Blum Shoe Mfg. Co 
Bona Allen, Inc 
Bond Shoe Co ison 
Boot and Shoe Recorder Pub. Co. .Commodore 
Borda, Commodore 
Bowcraft Company Commodore 
Boyd-Welsh Shoe Co Commodore 
Brauer Bros. Shoe Co Commodore 
Bressler Shoe Co., Inc Commodore 
Bridgewater Workers’ Co-Op. Ass’ a 


ommodore 
Brilliant Bros 
Brockton Boot 
Banister, James A., Co., 
Brown Shoe C 
Burtman-Rondeau Co., Inc 


Commodore 
Commodore 
dison 


Cambridge Rubber 


Co 
ane Rubeer Sales Corp.. -Commodore 


Corp.. 


oe 7 Machiner 
o., Inc... 


eee . M., Shoe 
Conrad ‘oe Co 
paecete: Facer Shoe Corp 
Corbin-Holmes Shoe y: 
Corbin, B. A., & Son C 
Corcoran Shoe Co., The foonh F. 
Cornell-Unity, 

Cousins, J. & T. 

Cracovaner, I. 

Crafts, G. P., Co 

Croxton, Wood & Co. 

Curtis Shoe Co., Inc 
Curtis-Stephens-Embry Co., Inc. 
Cushman, Chas., C 

Crosset Shoe C 


Dodge, Bliss & Perry Co., 
Dainty-Maid Shoe Co 
sae eng hey ay Corp 
Davidson 

Delman, iL 

hoe System Corp 





pex 
Capitol Shoe Mfg Co., Inc ceeiees 
Cardone & Baker, Inc....... .-.-Commodore 
Carlisle Shoe Commodore 
Champion Shoe Mfg. Corp Commodore 
Cinderella Shoe Co 


Clapp, Edwin, & Son, Inc Commodore 


Devine & puneg Shoe Mfg. Co. 
Diamond Shoe Corp 

Dorothy Dodd Shoe Co 

Douglas, W. L., Shoe Co. 

Drew Irving, Co., The 

Dunde Shoe Reshaping Devices Co. 


.Commodore 


. Commodore 


Commodore 
Commodore 
Commodore 
Commodore 
.Commodore 
Commodore 


5a Commodore 


This list has been cor- 

rected to January 1. 

For late comers, see 

the Boot and Shoe 

Recorder Daily at the 
Show. 


Dunn & McCarthy, Inc 
Dyer & Hall, Inc............... Commodore 


Commodore 


Eaton, Chas. A., 
Commodore 


Edwards, J., & Co 
Elam, F. 
Elbee Shoe 


Elfred Shoes, Inc 

Elgie Shoe Co. ke 

Elmore Shoe C 

Empire Seontaiey Footwear Co. 
Enna Jettick Shoes, Inc 
Endicott-Johnson Corp. 
Eton, Sh 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
-Commodore 
Commodore 

. Commodore 
Edison 








: ‘Sains 
. Commodore 


Commodore 


.Commodore 


Commodore 
Commodore 


. .Commodore 


Commodore 
Commodore 
Commodore 

mmodore 


Commodore 
Commodore 
Commodore 


Fairchild Publications, 
Fargo-Hallowell Shoe C 
Farmington Shoe Mfg. Co 
Feder-Gregg Co...... Pattee ven ee 
Fern Shoe C 
Fisher, Arthur, Shoe Co., Inc.... 
Fitchburg Shoe Co 
Five Star Shoe Co., 
Florsheim Shoe Co., Th 
For 
Fran 

. .Pennsylvania 

Commodore 

Freeman Shoe Commodore 
French, Shriner & Sener Mfg. Co. .Commodore 
French, Shriner & Urner Mfg. Co.....McAlpin 
Friedman, B., Shoe C Edison 
Fulton Leather Goods Commodore 
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The N.S.R.A. Convention 


Gaffney & Sulkis 

Gale Mfg. Co 

Garofalo Bros. Shoe Co., Inc. ...Commodore 
Garside, A., & Sons, Inc Commodore 
Geller, Andrew, Inc Commodore 
General Shoe Corporation Commodore 
Gitterman & C Commodore 
Glass, Fitzgerald Shoe Co dison 
Gordon, Goldsmith 

Goldstein Footwear, 

Goldstein, S. L 

Golo Slipper Co., Inc 

Goodyear Glove Rubber Footwear.Commodore 
Gordon Shoe C Commodore 
Grand Shoe Co Commodore 
Granite State Shoe Co Commodore 
Great Eastern Shoe Co Commodore 
Great Northern Shoe Co Commodore 
Great Northern Shoe Co Pennsylvania 
Green Shoe Mfg. Co., The Commodore 
Gregory & Read Co Commodore 
Grossman, Morgan, Inc Commodore 
Grossman Shoes, Inc Commodore 
Gustin, M., & Co., Inc Commodore 


H 


Commodore 
Commodore 
Commodore 
Commodore 

dison 


Hanan 

Hannahson’s Shoe Co 
Hartman Shoe Mfg. Co 
Haskell, M. E., & Sons 
Hill Bros. 
Hoge-Montgomery Co 
Holmes-Terhune Shoe Co 
Holmes-Terhune Shoe 
Hood Rubber Shoe Ce., 
Horwitz, Vincent, Co., 
Howard & Foster, Inc Commodore 
Howell Company Commodore 
Huntington Shoe & Leather Co. .Commodore 
Huth & James Shoe Co Commodore 


McAIpin 
Commodore 
Commodore 


Commodore 
Pennsylvania 
Commodore 


International Shoe Co 
International Shoe Co 
Interstate Shoe 


Commodore 


Jacobs, H., & Sons, Inc 
Commodore 


Jarman Shoe . 
Jenkins, George O., Co Commodore 
Johansen Bros. Shoe Co Commodore 
Johnson-Stephens & Shinkle Shoe Co., 
‘commodore 
Johnson-Stephens & Shinkle Shoe Co., 

New Yorker 
Commodore 
Commodore 
Commodore 


Johnstown Wool Shoe Co 
Jones & Vining, Inc 
Juvenile Shoe Corp 


Commodore 
Commodore 

. Commodore 
Commodore 
. Commodore 
Commodore 
Commodore 
.Commodore 
.Commodore 
Commodore 


Kados Shoe Mfg. Co 

Keith, George E., Co.. 
Kepner-Scott Shoe Co.......... 
Keystone Slipper Co 
Kirchick-Beckerman Shoe Corp. 
Knight Slipper Mfg. Corp 

Knipe Bros 

Kozy Komfort Shoe Mfg. Co... 
Kreider, A. S., Shoe Co., The... 
Krippendorf, Dittman Co., The.... 


Commodore 


Laird, Schober Co 
dison 


Langer-Lippman Co 

LaValle, Inc 

Lax & Abowitz, Inc 

Lehmann, Jerry & Herbert, Inc... 
Leonard & Barrows 

Leo’s Shoes, 

Levey Bros. Shoe Co 

Levine, Al & Sol 

Liberman Shoe Mfg. Co., Inc... 
Liberty Shoe Co 

Lima Cord Sole & Heel Co Commodore 
Lion Shoe Co Commodore 
Longini, Chas., Shoe Mfg. Co., The, 


Commodore 
Lorman, Philip Commodore 
Lucey, John E., Commodore 
Lyons & Co 


Commodore 


Commodore 
. Commodore 
Commodore 
Commodore 
dison 


. Commodore 
Commodore 


commodore 
Commodore 


Marshall, Meadows & Stewart.... 
Mastercraft Footwear, I 
Menihan Company, The 
Metro-Craft Shoe Co 

etz Device C : 
Meyer Bros. Shoe Co., Inc 
Meyer, Frank C., Co., Inc 
Mid-West Shoe Co 
Milford Shoe Co 
Milius Shoe Co 
Miller, 1., & Sons, Inc 
Miller Shoe Co., The ; 
Minor, P. W., & Son, Inc 
Monarch Shoe Co 
Morris Shoe 
Morse & Rogers 

foulton, Bartley, Inc 
Municipal Shoe Co 
Myers, D., & Sons 


Nature Footwear Corp 
Neo Ped, 


Nunn-Bush Shoe Co aoe 


O'Donnell Shoe 
Old Colony Shoe C 


O'Sullivan Rubber Co., Inc., The.. 


Packard, M. A., Co 
Palatine Corp 

Palter DeLiso, 
Paramount Shoe Mfg. Co 
Pedigo-Lake Shoe Co 
Pilling, John, Shoe Co., The 
Pilot Shoe To 

Pincus & Tobias 
Plaut-Butler, Inc 

Pliantor Co., The 
Pontiac Shoe Co 
Posner, Dr. 

Premier Shoe 

Prime Shoe Co 

Princely Products, Inc 
Prospect Shoe Co 


Queen Quality Shoe Co 


Racine Shoe Mfg. Co 
Ramsey's “They Cannot Rip”. 
Rauh, S., & Co 

Rice, O'Neill Shoe Co... 
Richland Shoe C 

Rich Vogel Shoe Co 

Rich Vogel Shoe Co 
Rockmore, Chas, I., Inc 
Rogers Bros. Shoe C 

Roth Shoe Mfg. Co 


Safran-Sundel Shoe Co 

aks, M. J., Shoe Corp 

Salerno & Dolce Shoe Mfg. Co..... 
Salvage, L. H., Shoe Co 
Samuels Shoe Co 

Sandler, A., Co 


Sbicca, 

Scacco, J., Co 
Schawe-Gerwin Co 
Schelter Last Co 

Schiff, Lawrence, Co 
Scholl Mfg. Co., Inc., The 
Schwartz & Benjamin, Inc 
Septum Shoe Co 


Incorporated san 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Commodore 
Commodore 
Commodore 


Commodore 
Commodore 


Commodore 
Commodore 
Commodore 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Commodore 


Commodore 


. Commodore 


Commodore 


. Commodore 
. Commodore 
New Yorker 


Commodore 
Commodore 

dison 
Commodore 


Commodore 
Commodore 
Commodore 
Commodore 

dison 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Commodore 


Seymour Troy & Co., Inc 
Commodore 


Sherwood Shoe Co 

Shir, Benj 

Shoe Fashion Research, Inc 
Shoe Form C 

Shoemode 

Simon Shoe Co 

Simplex Shoe Mfg. Co 
Slater, C. B., Co 

Smith, J. P., Shoe Co 

Sonn, Leopold, & Bro 
Stacy-Adams Co 

Sterling Last Corp 

Stetson Shoe Co 

Stix, Altman & Wiener, Inc 
Stolper, Jack, 

Stone Shoe Co., 
Stone-Tarlow Co., 
Strassburger, 

Sulkis Shoe Co 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Commodore 
Commodore 
Commodore 
Commodore 


Tanners’ Council of America, Inc., 
Commodore 
Taylor Corp., E. E Commodore 
Technopedic Institute of Foot Correction 
Commodore 
Triple Novelty Footwear Co.....Commodore 
Tupper Slipper Corp Commodore 
Tweedie Footwear Corp.........Commodore 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 

McAlpin 


United Last Co 

United Shoe Mach. Corp 
United States Shoe Corp 
Unity Shoemakers Corp 
Universal Shoe Co 
Universal Shoe Co 


Commodore 
Commodore 
Commodore 
Commodore 
Commodore 


Valcraft Shoe Co 
Valley Shoe Corp 
Virginia Shoe Co., Inc 
Vitality Shoe Co 
Vulcan Corporation 


Commodore 
Commodore 
Wall-Streeter Shoe Co..........Pennsylvania 
Waterbury, S., Commodore 
atson Co., C. Commodore 
Wear-Ever Shoe & Slipper Corp. 
Commodore 
Wear-Ever Shoe & Slipper Corp...McAlpin 
Willy Weidner ommodore 
Weinstein, Martin, Commodore 
Wellington Shoe Co., Inc Commodore 
Wilbur Coon Shoes Commodore 
Willits Shoe Co Commodore 
Wolfelt, Commodore 
Wolff-Tober Shoe Co............Commodore 
Wolf, M., & Sons, Inc...........Commodore 
Wolf, Sam B., Sons Co Commodore 
Wolnicar, Commodore 
Wright, E. Commodore 


Y 


Yarmouth Moccasin Co 


y 4 


Zuckerman, H., Shoe Co 
Zulick, J. S., & Co 


Commodore 


Commodore 
McAlpin 
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plains about was evident when she 
bought the shoes. In so many cases 
this very fault was discussed thor- 
oughly at that time, and she took them 
“with her eyes open.” 

Why then should she be entitled to a 
new pair if she finds she has guessed 
wrong? 

What about the “hard” feet? Many 
people have to “try them at home on 
the carpet” for hours, and even then 
they are not sure. I see no justice 
in replacing a shoe worn by such a 
person. Yet that is done right along. 
Should not the person who owns the 
hard foot bear the extra expense it 
causes? 

We shoe men have been inviting the 
public to throw on our shoulders a 
responsibility that should be theirs, 
not ours. We have done this even in 
face of the fact that our merchandise 
is sold on approximately the same 
mark-up as is carried by lines in which 
no similar risk or responsibility exists. 

Let me ask another question: Is it 
humanly possible for any shoe sales- 
man to be absolutely sure a shoe will be 
comfortable? 

I say No. I have always contended 
there is an element of risk in every 
sale. I’ll go further and say that as a 
whole shoe men and their wives have 
just as much grief with their own 
shoes as the outsiders do with theirs. 

Shoe fitting is not an exact science. 
We cannot produce uniformly exact 
and perfect results. No customer has 
the right to expect and demand an 
exact and perfect fitting service. 

If all these things be true, then it 
cannot be argued that “justice” de- 
mands the replacement of worn shoes. 

Why then do we do it? We all know 
the answer to that, too. It is done to 
hold customers, to create good will, to 
establish a prestige, to build up a repu- 
tation for fair and generous dealings. 
Certainly all are praiseworthy and 
businesslike reasons. 

Have those purposes been accom- 
plished? I’ll answer No on every item. 

If the replacement policy could be 
confined to one store in a community 
that store might possibly reap some 
benefit. But, like the giving of trading 
stamps, one store starts it and the 
others feel forced to fall into line. The 
competitive advantage is wiped out; 
only the added expense remains. 

Does it build prestige to have a cus- 
tomer blare out, “Well, you gave Mrs. 
Brown a new pair, and I’ll have you 
understand I am just as good as she 
is’? Regardless of circumstances. 

Does it hold customers? How many 
times have you heard a customer 
storm, “I’ll never come in this store 
again!” Right after you have given her 
a new pair, too. 

Or how about the woman who tells 
you, “The other store down street mis- 
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If She Wears It, She Should Wear It! 


[CONTINUED FROM PAGE 21] 





Here is a thoughtful, though 
radical, solution to one of the 
most difficult problems in shoe 
retailing. 

The Recorder wants to reflect 
accurately the attitude of the en- 
tire trade. Think it over care- 
fully, then write us your opinion. 

Are you for or against the 
policy, “If she wears it, she 
should keep it”? 











fitted me and they gave me a new 
pair’? Yes, indeed, when the other 
store gave her that new pair they 
patted themselves on the back, con- 
vinced they were “holding her trade.” 
Yet for her next pair she came to you 
instead of to them. Suppose you give 
her a new pair today. Where will she 
go for her next pair? 

Then there is the woman who has 
what we have been calling a justifiable 
complaint. You give her a new pair 
and she is so grateful. She vows she 
is yours forever and she means it. 

In her zeal she tells everyone how 
generous you are—you gave her a new 
pair of shoes! She broadcasts it at 
church, over the back fence and even 
to strangers on the street car. 

And every woman who hears it be- 
gins to wonder, “Why not me, too?” 
She digs in the closet and finds a pair 
—and the next day you are on the spot. 

Many times I have told customers 
I would prefer they tell their friends 
I refused to give them a new pair than 
to brag how nice I was because I gave 
them a new pair. 

Consequently, when a customer de- 
mands a new pair on a complaint, the 
poor shoe dealer is damned if he gives 
it and he is damned if he refuses. 

Giving new shoes does not reduce 
complaints; it increases them. It does 
not create satisfaction, it breeds dis- 
satisfaction. 

There is only one remedy to forestall 
the complaint in the first place. I fully 
agree this is a difficult job, one which 
will require concerted action by all of 
us for one, two or three years. Our 
“new pair” policy is a disease, the cure 
for which is not easy nor pleasant to 
take, nor quick in its action. 

But it can be done! In ready-to- 
wear millinery and toilet goods, for 
instance, reforms as regards returning 
of merchandise have been put over suc- 
cessfully. We, too, can finally make 
people know they cannot wear shoes 
“on trial” and return them if they 
choose. We would go through a lot of 
hot water for a year or so, but the 
final victory would be well worth it. 

This rule could be made just as hard 
and fast as any other rule we have in 
the shoe business today. Which does 









not mean it could not be broken occa- 
sionally for the good of all concerned. 
We all understand that. You under- 
stand this entire discussion deals not 
with complaints on manufacturing 
faults, only with complaints on fitting. 

Let no one accuse me of advocating 
that customers ruin their feet by wear- 
ing misfits. I am trying to prevent 
misfits ever being worn in the first 
place. But if she wears -it she should 
keep it. If it turns out to be a misfit 
let her throw it away, not return it 
for the shoe man to throw away. 

Now let us delve into the “internal” 
effects this new policy will involve. 
First, it will result in better fitting. 
The customer will soon learn she must 
not buy thoughtlessly, but must use 
intelligent judgment. The salesman, 
as well as the proprietor, will realize 
the shoe must be fitted correctly at the 
start if the customer is to be held. 

Possibly this extra care might re- 
sult in more exchanges. Well and 
good, if only we can teach our cus- 
tomers they must do their exchanging 
before they wear the shoes. After- 
wards, exchanging is out. 

The store that continues to turn out 
good fits day after day will build up 
its prestige upon its fitting service, not 
upon its adjustment service. A real 
fitting service holds customers, whereas 
the giving of a new pair on a complaint 
is of doubtful value along that line. 

Of course, the adjustment man will 
continue to do his best to “fix up” shoes 
that do not fit perfectly. But a new 
pair will not be given nor expected. 
Every adjustment man knows there is 
an immense difference between a 
woman who comes in asking what can 
be done to her shoes, and that same 
woman when she comes in with blood 
in her eye demanding a new pair. 

As it is now many a pair can be 
made to fit properly by a trifling altera- 
tion. Yet too often the customer posi- 
tively refuses to allow that alteration. 
She demands a new pair, fully confi- 
dent she can get her pound of flesh if 
she insists. If she knew to begin with 
that she could not get a new pair she 
would be friendly instead of defiant, 
which is exactly as it should be. 

In the second place, we will sell bet- 
ter grades. Many adjustments are 
made to women who ordinarily buy 
good shoes but who bought a cheap 
pair “just this once.” They won’t be 
tempted so easily next time. Those 
wearing cheap shoes will be easily per- 
suaded to buy better ones. 

In the third place, there will be no 
problem of having worn shoes on our 
hands. What becomes of them now? 
Some retailers give them to charity. 
No profit there. Others polish them up 
and get a couple of dollars from an 
occasional customer who “looks as 

[TURN TO PAGE 47, PLEASE] 
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United Shoe Machinery Corporation Orchestra, Joseph C. Stout, director, which gave a delightful program of Christmas 
selections at Yuletide celebration of USMC office force in Boston. 





The Fifth Shoe Symphony 


Boston, Mass.—Members of the Bos- 
ton office force and officials of the 
United Shoe Machinery Corporation 
ushered in the period of Yuletide cele- 
brations by the singing of carols and 
listening to a most excellent musical 
program by the office orchestra in a 
two-day pre-Christmas celebration. 

The women’s recreation room on the 
fourth floor of the big building at 140 
Federal Street was filled to overflow- 
ing on each occasion and employees, 
their friends and relatives not only 
joined heartily in the singing but gave 
enthusiastic approval to the musical 
numbers rendered by their coworkers 
in the office orchestra. 

Under the able direction of Joseph C. 
Stout, office manager of the corpora- 
tion, the orchestra, which is made up 
entirely of Boston office employees, has 
shown steady and most gratifying 
progress. It is now recognized as one 
of the best musical organizations in the 
city. 

The occasion was made particularly 
enjoyable by the presence of John S. 
Herrick, widely known National Broad- 
casting Company artist, for many years 
a Boston office employee, whé made a 
special trip from New York to be with 


his friends and whose contribution to 
the program was most heartily ap- 
plauded. 

The background was one of unusual 
and striking character, the center being 
occupied by a large drawing in spar- 
kling outline of Linkel’s famous picture 
of the Nativity, flanked by white fir 
trees artistically arranged to comple- 
ment the picture and all brought into 
high relief against a curtain of black 
velvet. 


50 Per Cent Increase 


DETROIT—First reports on shoe busi- 
ness for the year, compared with 1933, 
were given by Frank Plunkett of the 
Arch-Aid Boot Shop this week. Busi- 
ness for the year has shown an increase 
of 50 per cent for the shop, he reported 
to the BOOT AND SHOE RECORDER cor- 
respondent. This has been well spread 
out over all store lines. 

That the increase is cumulative, and 
still on the upgrade, is indicated by 
the final two months. November and 
December were decidedly more in ad- 
vance of the same months of 1933 than 
any others in the year. 


Good Christmas Buying 


BALTIMORE, Mp. — Baltimore shoe 
shops and department stores initiated 
aggressive efforts this year to stimu- 
late shoe and other footwear sales for 
Christmas gift giving. Shoe shops fitted 
up attractive window displays remind- 
ing shoppers Christmas was nigh and 
that it was time thought was given to 
purchasing footwear for the greatest 
holiday season of the year. The inte- 
riors were festooned with Yule trim- 
mings. Department stores and other 
retail establishments fitted up aisle slip- 
per sections designed to facilitate 
Christmas slipper buying. Christmas 
is slipper time and merchants, as usual, 
made the most of it. 


Comfort Shoe Store Expands 


SPOKANE, WASH.—The Comfort Shoe 
Store, which has been featuring Muse- 
beck’s Health Spot Shoes exclusively 
for the past two and one-half years, 
has moved into larger quarters at 504 
Sprague Avenue and has changed the 
name to Wietor’s Happyfoot Shoe 
Store. The new location has two large 
display windows and has been newly 
decorated and furnished throughout. 
Other lines of orthopedic shoes will be 
added. Mr. Wietor has been located 
in Spokane for thirty years. 










Sign Posts to Progress 


[CONTINUED FROM PAGE 19] 


thing, having plenty of quality shoes in 
the styles and sizes that the men, 
women and children want. Simple 
isn’t it? 

Sharp’s buying policy during the 
past few years has stood him in good 
stead right now. All through the de- 
pression he did not lower grades. At 
that, his volume was off only 7 per 
cent, so the department’s standing was 
better than those stores whose buyers 
made a specialty of shooting prices. 
When the situation broke for the bet- 
ter, as it has, the public knew where 
to get quality merchandise; Sharp says, 
and how they did come!! 


Price Policy Rewarded 


“We let the other fellows take the 
down field, while we took the up grades 
and we were certainly rewarded,” he 
said. By the “up grades” he means 
shoes retailing at $8.50 and up. “It 
has been a long time since we have 
heard of women buying their pretty 
shoes outside of town,” he concluded. 
To see the range of sizes and pattern 
shoes carried in this store would cause 
some of the alleged big town operators 
to gasp. And his stock is clean as a 
hound’s tooth, too. 

A gain of 400 pairs of corrective 
shoes retailing around $10.00 is re- 
ported by W. D. Kincaid, buyer in the 
S. H. George & Sons department store. 
A year ago his business was done at 
prices from $3.95 to $8.50. This year 
the price range is from $5.00 to $10.50 
and the women’s department is some 
40 per cent ahead, while the inventory 
is 20 per cent less. That’s merchan- 
dising. Both the men’s and children’s 
departments show a satisfactory gain. 
Mr. Kincaid is proceeding on the theory 
that those of his regular trade who 
dropped down to $1.98 shoes cannot be 
expected to jump right back to $10.00 
prices, but they are interested in shoes 
around $6.50. 

Hector Coffin, who has a women’s 
and girls’ shoe store, tells that he did 
not begin to feel the effects of the 
Dam work money until March of this 
year. That is natural, as the men 
came to town first, while their families 
followed later. Just the same, his bus- 
iness is coming along fine, with plenty 
of action in the high school girl types. 

Coffin’s old partner, G. G. Beeler, is 
of the opinion that the extra money 
which came to town from the dam 
project just about kept him in business. 
“The town was in one heck of a shape. 
It was just like pulling an eye tooth 
to get a dollar,” is his version. Now 
the skies are brighter and he sees a 
real ray of hope for the little fellow 
operating on a cash basis. 

General Cary F. Spence, who op- 
erates the Spence Shoe Co., outlined 
how all local banks closed their doors 


just before the dam project came into 
being as a result of President. Roose- 
velt’s program. People were not buy- 
ing much of anything then, even those 
who had the money. Local merchants 
found that it took all their ready money 
to weather the storm. After credit 
had loosened up and the public fear 
was lessened, trade began to pick up. 

Then the extra money from the build- 
ing of the dam began to be felt. Even 
though the workers did not buy good 
shoes to start with, the General rea- 
sons that the money that they did 
spend caused a different feeling among 
the town people. 

“The whole secret of shoe retailing 
is the ability to size up a town ac- 
curately and establish a price range 
that will meet the requirements of the 
community,” is the General’s business 
philosophy. A close tab is kept of the 
various retail prices to see how each 
is moving in proportion to the rest. 
Recently the low end—the $5.00 grades 
—have commenced to drop off in favor 
of the $6.75 price, while the $10.50 
grades have shown considerably added 
action. In spite of all this, the $8.75 
price is still the best sales producer, 
all of which accounts for the fine gain 
in sales shown in this store. 


Outlook for the Future 


“How about the future, General?” 
brought this answer: 

“Knoxville has many diversified in- 
dustries which are all in good shape, 
as well as a good agricultural back 
country which never suffers from 
drought. That is the back log of local 
trade. Even the Smoky Mountain Na- 
tional Park brings some 45,000 Sum- 
mer visitors to town each year. Then 
he pointed out the vast natural re- 
sources of coal, iron, zinc, copper, mar- 
ble, aluminum, phosphate, limestone, 
bauxite and manganese found nearby, 
and stressed that with cheap electric 
power, the future of the region was 
assured.” 

Right at the present time I know the 
business section of this very smoky 
town is quite congested. Narrow 
streets make it seem even more so. 
There are no available store rooms to 
be had, except in the 50 per cent loca- 
tions. Rents have gone up. Most all 
leases are for a three-year term or 
less for the two blocks which consti- 
tutes the real shopping area. I won- 
dered what would happen to the retail 
shoe business of the town after the 
completion of the dam in the Summer 
of 1936. 

With due respect to the local pride 
of the head of the large department 
store and to the optimism of the Gen- 
eral, I checked with the heads of the 
Te Vow. 

Dr. A. E. Morgan, head of the 
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T. V. A., was not available. From 
David E. Lilienthal, president of the 
E. H. F. A. (Electric Home and Farm 
Authority), I learned this: 

“The function of the T V. A. is to 
act as a kind of catalytic agent to 
stimulate and precipitate industrial de- 
velopment through various methods 
and procedures. It is safe to predict 
that the entire available power from 
the Tennessee River Government gen- 
erating stations will be consumed in 
fertilizer and allied chemical industries 
by the end of another decade. New 
processes and new products which con- 
sume power or that may benefit from 
proximity to the production points of 
these resulting products and by-prod- 
ucts, will naturally locate in this dis- 
trict.” 


National Retail Problems 


NEw YORK—So important do retail- 
ers consider the national issues now 
facing retail distribution, that five gen- 
eral sessions of the 24th Annual Con- 
vention of the National Retail Dry 
Goods Association, at the Hotel Penn- 
sylvania, New York, Jan. 14 to 18, will 
be devoted to discussion of national 
problems, according to preliminary 
plans announced by Channing E. 
Sweitzer, managing director of the as- 
sociation. 

Mr. Sweitzer estimated that more 
than 5000 retailers and retail execu- 
tives would attend the sessions from 
the more than 5000 member stores of 
the association in every part of the 
country. 

At the opening session Monday eve- 
ning, Jan. 14, retailer, consumer and 
governmental representatives will sound 
the convention theme, “The Consumer, 
the Government -and the Retailer,” 
which in itself suggests the emphasis 
being placed upon the interrelationships 
between consumers and retailers and 
the Government. On Tuesday evening 
the retailers will take up the NRA, 
manufacturers’ codes and the Retail 
Code. 

At a luncheon session Tuesday, the 
Store Management Group, Controllers’ 
Congress and Personnel Group of the 
Association will conduct a discussion of 
unemployment insurance, old age pen- 
sions and disability reserves. Relief 
and the national housing will be sub- 
jects for discussion at the general 
luncheon session on Wednesday. A 
major figure in the Federal Adminis- 
tration is scheduled to speak at the 
Annual Banquet Thursday evening. 

Other timely subjects scheduled for 
general sessions, and of keen interest 
to retailers, will include a discussion of 
“Better Selling” at a Thursday luncheon 
by the Store Management and Person- 
nel Groups, and the Sales Promotion 
and Merchandising Division and the 
question of “Making a Profit,” under 
the double auspices of the Merchandis- 
ing and Sales Promotion Divisions, 
Wednesday night. 
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Darrow to Speak at | 
Northwestern Convention 


MINNEAPOLIS, MINN.—Clarence Dar- 
row, Chicago’s noted criminal attorney 
and chairman of the committee which 
recently investigated the effects of the 
codes on small businesses, will be the 
principal speaker at the noonday lunch- 
eon session of the Northwestern Shoe 
Retailers Association convention. This 
meeting will be held in the Hotel Rad- 
dison, this city, on Monday, Jan. 14. 
Mr. Darrow will speak on “The Im- 
portance and Future of the Small Busi- 
ness.” It is expected that he will have 
an audience of 1500 business men. 





New Silk Color Card for Spring 


New YorK—The regular edition of 
the 1935 Spring Silk Card, portraying 
sixty new shades, has just been issued 
to members of the Textile Color Card 
Association, according to an announce- 
ment made by Margaret Hayden Rorke, 
managing director. 

Highlighted in the card are two 
special color collections, captioned “The 
Regency Pastels” and ‘Peasant Col- 
ors.” Ever since the introduction of 
these new themes in the association’s 
confidential advance silk card for 
Spring 1935, they have proved a strong 
fashion stimulus to the textile trades 
and many related style industries are 
likewise keying their Spring colors to 
these smart motifs. 

The twelve “Regency Pastels” com- 
prise Whipped Cream, Nosegay Pink, 
Springtime Green, Shellmist, Mignon 
Blue, Coral Sky, Silverstar, Directoire 
Beige, Empire Mauve, Boutonniére 
Yellow, Peachglow and Bijou Blue. 

In the vivacious “peasant” group 
are Bavarian Blue, Czecho Gold, 
Roumanian Fuchsia, Basque Green, 
Hungarian Green, Tyrol Blue, Moujik 
Red, Bulgarian Green, Castilian 
Orange, Dalmatian Blue, Brittany Rose 
and Sicilian Purple. 

The black color masks, “Singlets,” 
“Twins” and “Triplets,” launched by 
the association, can be used effectively 
in conjunction with the new silk card 
for securing smart two and _ three 
color combinations. 





Show Spring Shoes 


Houston, TeEx.—The first new Spring 
styles in shoes will be displayed at 
Krupp and Tuffley’s, Christmas week, 
according to L. F. Tuffley, general man- 
ager of the store. 

White bucks and rough leathers will 
be shown in the white, and white kids 
with brown and blue trimmings. Fabrics 
will be shown in blues and browns with 
trimmings of white, and other novelties 
in Spring and Summer styles will be a 
reminder that Spring is coming soon 
in Houston and the South generally. 
A white Summer in dress shoes and 
combinations in sports is expected, it 
was stated. 








\W/her she complains, 


“1 like this shoe 


but it’s not 
comfortable” 
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The world’s smoothest shoe salesman 


Or course, it’s the one shoe in stock that’s won her fancy. 
You know the shoe is fitted right. But callouses and met- 
atarsal trouble are causing pain. She blames the shoes —not 
her feet— and a walk-out results. 


A vast percentage of such walk-outs can be eliminated if 
your salesmen will adroitly “T.O.” (turnover) to Trimfoot. 


Trimfoot, the dainty device that relieves the torture of met- 
atarsal pains and callouses, saves so many sales because it 
proves instantly to customers that the trouble is not with 


your shoes but with their feet. 


YIELDS TWO PROFITS 


Yes, Trimfoot yields two profits. 
As an accessory, Trimfoot pro- 
vides a 100% mark-up. And— 
most important — every time 
Trimfoot saves a sale it is in real- 
ity yielding the profit mark-up on 
that pair of shoes. 


Any intelligent salesman can fit 
Trimfoot in a few seconds. Sim- 
ply try it in the shoe to check 
exact position of the metatarsal 
... then pull off paper protecting 
the adhesive . . . and apply. Once 
inserted, it sticks in position for 
Pair the life of the shoe. 


List Price 600 


Dozen Pairs 


Retail Price $7100 


Remember: Slip in Trimfoot—and save the sale! 


Prove its value. Order a few trial 
poe now! Write today for the Free 
ooklet, ““Here’s How.” 


WIZARD COMPANY 
WALSALL, ENG. 


ST.LOUIS, MO. « * 
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Bookkeeping made so simple that a high- 
school boy would have difficulty in making 
errors of entry. if he follows the guide 
written in every-day language. 





COMPARATIVE TRIAL BALANCE 
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The Most Complete Record 
of Finanees in the Most Convenient Form 


CONSISTING OF: giving you at a glance your net profits over any period 
Complete Boskkeoping to date, and any detailed information you may require. 


Guide— 
Daily Records— 
Departmental Records— 
Comparative Statement of 
Income— 


The least entries—the least work — 
the least chance of confusion or error. 





Daily Record of Salesmen— 
Comparative Trial Balance— 
Cloth board loose leaf binder. 


$1Q9-50 Complete 


Postage Prepaid 


) DAILY— 
WEEKLY— 

Cost of Sales MONTHLY 

Returns FIGURES 


Sales 


Sales Compar- 
ison 


Receipts 
Disbursements 


Itemized Over- 
head 


Net Earnings 


USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC. 
ORD, IT GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY 


DETAIL. 





(Check with order, please) 
Uniess C.0.D. shipment 
is preferr 





| 
MAIL THIS TODAY ™——>' 
| 





BOOT ano SHOE RECORDER 


209 South State Street—Chicago, III. 


| 
| 
MERCHANTS SERVICE DEPARTMENT 7 
| 


ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. 


Merchants Service Dept. 
Boot and Shoe Recorder 
209 South State Street 
Chicago, Ill. 


—Please send me the 
for which find check 


NEW GOVERN. 
MENT RULINGS 
DEMAND MORE 
ACCURATE AC- 
COUNTING 
THAN IN THE 
PAST. 





FINANCIAL RECORD, 
enclosed for $10.50. 


—Please send me sample sheets for inspection. 


Name 


City 





When writing advertisers please mention Boot and Shoe Recorder 
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Independent Shoe Retailers 
Form New Association 


Outstanding merchants take progressive 
step in shoe merchandising. 


A progressive step in shoe merchan- 
dising and store operation was made 
by the recent formation of the Asso- 
ciated Shoe Merchants—an association 
of six leading retail independent shoe 
merchants operating twelve stores in 
the New York metropolitan area. The 
six charter members of the newly form- 
ed association are outstanding in their 
respective communities. They include 
Max Bodner of Stenchever’s, with three 
stores in Patterson, Passaic and Hack- 
ensack, N. J.; Joseph Greenspan of 
Union City, N. J.; Jacobson Bros. with 
three stores in uptown New York; I. J. 
Weiss, of the Favorite Shoe Stores in 
Greenwich, Conn., and Port Chester, 
N. Y.; Samuel Cohen of the New Shoe 
stores in Hempstead and in Freeport, 
L. I.; and the Boston Shoe store of 
New Brunswick, N. J. 

The association expects to grow 
rapidly, and should become a powerful 
force in stabilizing and bettering the 
business of the independent shoe re- 
tailer in this part of the country. Ap- 
plications are being received from deal- 
ers wishing to join the organization. 
The Associated Shoe Merchants are 
weighing each application carefully in 
the light of their rigid membership re- 
quirements. Each member store must 
be the finest outlet in its particular 
community, must have an excellent 
credit record, and must do a stated 
minimum volume of business. The 
heads of each member store must be 
outstanding business men with reputa- 
tions for reliability. 

The aims of the new organization in- 
clude close cooperation and coordina- 
tion in group buying, the exchanging 
of merchandising, style and promo- 
tional ideas, and the establishing of a 
common stock control and mutual ex- 
change plan for the member stores, 

Shoes will be bought by owner mem- 
bers as a group from a selected list of 
reliable resources, These resources will 
be selected carefully in each price and 
style range, before the opening of each 
season. The association plans to fea- 
ture certain styles and lasts which will 


be confined to them as an exclusive col- 
lective item by the manufacturers, and 
sold by their members under a special 
group trade-mark. 

The more favorable buying condi- 
tions open to the association through 
its combined volume purchasing power 
will be uséd to intensify the volume 
of business done in member stores by 
putting them on a competitive basis 
with added advantages and better 
values to the consumer. An exchange 
system is planned, by which each mem- 
ber will cooperate in supplying sizes 
to other members and thus eliminate 
loss of sales and the added expense and 
time of special orders. 

Group planning, promotions, sales, 
advertising and publicity, and special 
collective features will be emphasized. 
In addition to mutual employee benefits 
in insurance and medical protection, 
plans are now in work to establish a 
close cooperation between members of 
the group and their employees so that 
one store will take up the slack of em- 
ployees in another store during its slow 
season, and thus reduce unemployment. 





DATES TO REMEMBER 


National Shoe Retailers Association An- 
nual Convention, Hotel Commodore, 
New York City......... Jan. 6, 7, 8, 9, 1935 

Fourth National Shoe Display, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 

Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

Jan. 13, 14, 15, 1935 

Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids ............. Jan. 20, 21, 22, 1935 

Middle Atlantic Shoe Retailers Associa- 
tion, Atlantic City...Jan. 21, 22, 23, 1935 

Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis ....Feb. 10, 11, 12, 1935 

Texas and Oklahoma Shoe Retailers Asso- 
ciation Convention, Fort Worth, 

Feb. 4, 5, 6, 7, 1935 





At a meeting in the Hotel McAlpin 
on Dec. 4, it was decided to open of- 
fices for the association in the Marb- 
ridge Building after the first of the 
year. The following officers were elect- 
ed: Mr. Robert Jacobson (Jacobson 
Bros.), chairman; Mr. Max Bodner 
(Stenchever’s), treasurer; Mr. Harold 


Blumenthal (The New Shoe Store), 
secretary. 
International Divisions 


Hold Sales Conventions 


St. Louis, Mo.—About 600 salesmen 
from all parts of the United States at- 
tended sales conventions of the Fried- 
man-Shelby, Peters and Roberts, John- 
son and Rand branches of the Interna- 
tional Shoe Co., held here Dec. 
17-20. The meetings were very enthu- 
siastic and the salesmen will start out 
with a complete line of Spring and 
Summer footwear immediately follow- 
ing the first of the year. 

Style, quality, merchandising, ortho- 
pedic features, advertising and promo- 
tion were among the many topics dis- 
cussed at these meetings. Salesmen 
and executives of the various divisions 
participated in the discussions. 

The semi-annual dinner of the Inter- 
national Shoe Travelers Association 
was held Thursday evening, Dec. 20, 
in the Gold Room at the Jefferson 
Hotel. P. B. Jamison presided at this 
function and the speakers included P. 
R, Delaney, president of the associa- 
tion; J. R. Ott, vice-president; A. F. 
Kemme, vice-president, W. H. Moulton 
and F. C. Rand. 


Krohngold Opens Another 
Detroit Store 


Detroit—Krohngold Shoe Company 
opened a second store in the Detroit 
area this week with the grand opening 
on Saturday of a store at 5429 Michi- 
gan Avenue, located in the heart of the 
West Side shopping center. 

J. Reider, formerly assistant to the 
company’s other store in Hamtramck, 
northeastern suburb, has been ap- 
pointed manager. Incidentally, the 
store has plenty of competition, with a 
rapid survey showing five shoe stores 
alone in half a block. Manager Reider 
estimates there are thirty shoe stores 
in the five-block neighborhood shopping 
center. 
















































































Women's Shoes 
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KUSH-IN-EZE 


HAND TURNED 
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FOOTWEAR 
IN STOCK 


No. 156 Black 
Kid $2.35 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
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Men's and Women's 
Slippers 
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EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 


77 Styles in Stock 
Send for Catalog 


Ne. 1435R 


6-13. C. D.-EB. 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 
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Hosiery Protectors 
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are SEAMLESS 

and SMOOTH 
There are no back- 
seams on WALKE- 
EZE’S to 
the heel. 
why they are the 
outstanding leaders 
in the field. 

ORDER FROM 

YOUR JOBBER 
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PRONOUNCED WALK-EASY 
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Manufactured by 
Onondaga Hide & Leather Co., Syracuse,N. Y. 





























Danbury outlet. 








New Danbury Store 


DANBURY, CONN.—The Miles Shoe 
Co., retail chain operating units in a 
number of Eastern cities, has leased a 
store at 223 Main Street which will be 
opened in January as the company’s 









American ingenuity and progress, it 
now appears, played their part in the 
recent wedding of Princess Marina and 
H. R. H. the Duke of Kent. Among 
the wedding gifts to the Princess, and 
accepted by her, was a pair of shoes 
with handbag to match, which were 
made of Swavette, an interesting new 
shoe material. This is made from 
Solka, created and controlled by Brown 
Company, Portland, Me. 

The shoes are especially designed 
ties and were considered in keeping 


Shoes for Princess Marina 
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The 
uppers were stitched by Heyrand’s of 


with present styles in London. 


Paris, and lasted and finished by 
Perugia of Paris. They are of brown 
Swavette, trimmed with gold piping 
and the handbag is done in matching 
style and color scheme. The name 
Marina on each is of yarn woven from 
Solka. 

Shoes of the particular design made 
for Her Royal Highness will be known 
as “The Princess Marina Ties.” 





Baker Winds Up 
Thirty-sixth Year 


Los ANGELES, CALIF.—With all the 
pep and enthusiasm of youth C. H. 
Baker winds up his thirty-sixth year 
in business in the Los Angeles area, 
and he has celebrated that fact by com- 
pleting the modernization of nearly 
every one of his 10 stores. 

The next in line for modernization is 
the Seventh Street store, one of the 
largest and best located in the group. 
Fine modern fronts have been installed 
in practically all the others and the 
thirty-sixth year has seen the establish- 
ment of the fine Wilshire Boulevard 
store, perhaps the most elegantly 
equipped of all Baker stores. 

“It was hard sledding at first,” says 
Mr. Baker, “and many obstacles sprang 
up in the way, but America took a posi- 
tion of leadership in the industrial af- 
fairs of the world, Los Angeles sprang 
into leadership in the West and we gave 
the kind of merchandise and kind of 
values that helped us to grow with the 
city and the country. 

“Early in the game we adopted the 
slogan, ‘Good Shoes at Sensible Prices’ 
and that slogan has told the truth for 
more than a third of a century. People 
like to get their money’s worth and 
they will come back again and again 
if they do get their money’s worth. 
Customers by the hundred have been 
buying from us consistently for thirty 
years, and we are glad to announce that 
in the future we can serve them in fine 
modern stores. 

“Depression cannot destroy an insti- 





tution that is well founded and deeply 
rooted, providing it keeps up with the 
times. We are showing that we are 
abreast with the modernization drive 
by modernizing all our stores just as 
fast as we can get to them.” 

Mr. Baker now operates stores in 
downtown Los Angeles, Hollywood, 
Pasadena, Wilshire Boulevard and San 
Francisco. 





Myers Line on Display 


BALTIMORE, Mp.—The Spring 1935 
line of D. Myers & Sons, Inc., will be 
on display at these shows: N. R. S. A., 
Hotel Commodore, New York, Jan. 
6 to 10; N. B. & S. M. A., Rooms 604-6 
Jefferson Hotel, St. Louis, Mo., Jan. 
7 to 10; M. A. S. R. A., Rooms 514-515- 
516 Hotel Madison, Atlantic City, N. 
J., Jan. 21 to 23. 





Appointed Sales Agents 


PHILADELPHIA, Pa.—Burd Knitting 
Mills Co., of 102 North Twelfth Street, 
this city, of which A. M. and L. A. 
Burd are the heads, announce that they 
have been appointed exclusive agents 
for the Wilson Hosiery Co. of Frank- 
ford, Pa., a long established mill identi- 
fied with the making of women’s full 
fashioned four-thread forty-two gage 
stockings. 

From now on they will also specialize 
in novelties, anklets and a different 
type of infants’ socks and hose. The 
promotion of these last named prod- 
ucts of the Wilson Co. will be empha- 
sized in the promotion of the line by 
Burd. 

















‘BOOT AND SHOE RECORDER, January 5, 1935 


‘+ VELCALF SWIRL: : 


DESIGN REGISTRATION BUREAU—REGISTRY NO. 4456 


Page 41 


THE VERZA TANNING COMPANY takes pleasure in announcing that in order to accommodate the almost 
universal demand that has developed for this Registered SWIRL DESIGN, the following Tanners have been 


granted a license for its Manufacture and Sale:— 


J. S. BARNET & SONS, Ine. 


ESSEX TANNING CO., Ine. 


N. BREZNER & COMPANY GRIESS PFLEGER TANNING CO. 
CARR LEATHER COMPANY FRED RUEPING LEATHER CO. 
THAYER-FOSS COMPANY 


Others offering this design in leather are doing so in direct Violation of the Code of Fair Competition for 
the Leather Industry and are subject to the ‘penalties as provided in the National Industrial Recovery Act. 


VERZA TANNING CO. 


143 SOUTH ST. 
BOSTON, MASS. 





On the 
Selling End 


Deich Visits Myers Plant 


BALTIMORE, Mp.—Arthur “Sonny” 
Deich, Myers’ representative in Texas, 
Louisiana, Arkansas and Oklahoma, 
spent a week recently at the plant in 
Baltimore, going over a specially pre- 
pared line for the Southwest, prepara- 
tory to taking” a three weeks’ swing 
around his territory. 

“Sonny” will wind up this trip in St. 
Louis where he has arranged to be 
present at the National Boot and Shoe 
Manufacturers’ Association Show to be 
held there Jan. 7 to 10. At this time 
the Spring line of D. Myers & Sons, 
Inc., Baltimore, will be shown. 





Clubrooms for lowa Travelers 


Des MoINnES—The newly elected pres- 
ident, O. R. Blechinger, of the Iowa 
Shoe Travelers Association, Des 
Moines, Iowa, is calling a special meet- 
ing for Jan. 12, at 1 p.m. at Hotel 
Fort Des Moines, to act upon the re- 
poris of the delegates from the na- 
tional convention. He plans also to 
bring up for consideration the organi- 
zation of a Shoe Club, with clubrooms 
in the Polk Building, Des Moines. A 
large number of shoe travelers will 
have sample rooms in addition to the 
large clubroom, which will be a place 


for all shoe travelers and retailers to 
meet. The names of all travelers with 
the firms represented will be posted; 
also a letter will be written to all re- 
tailers in Iowa to make the ciubroom 
their headquarters when visiting Des 
Moines. 


Kimless With Mound 
City Shoe Co. 


NEw York, N. Y.—Barney B. Kim- 
less, well known factory representative 








BARNEY B. KIMLESS 


of New York City has recently joined 
the sales staff of the Mound City Shoe 
Company, Division of Brown Shoe Co., 
of St. Louis. Barney will continue to 
cover his regular territory which in- 
cludes Philadelphia, Baltimore, Wash- 
ington, Richmond, Norfolk, Greater 
New York City and big cities in the 
New England district. Barney has 
been one of the prime movers in the 
young but very successful ‘Shoe Club, 
Inc., of New York City, and has a host 
of friends in the trade who wish him 
well in his new connection. He has 
established offices in the Marbridge 
Building. 


Los Angeles to Chicago 
by Auto in 50 Hours 


Los ANGELES—S. P. McClanahan, 
West Coast factory representative for 
Simplex Shoe Mfg. Co., Milwaukee, and 
Abe L. Greenberg, proprietor of Green’s 
Children’s Shoe Store, Los Angeles, 
made an automobile trip from Los 
Angeles to Chicago in 50 hours. Leav- 
ing Los Angeles on Wednesday at 5 
p. m., they were registered in the Mor- 
rison Hotel in the Chicago “Loop” at 
6 p. m. on Saturday, and they took 21 
hours out for sleeping during the trip. 

While at the factory Mr. McClanahan 
selected his Spring line and Mr. Green- 
berg visited his ‘old home town,” De- 
eatur, Ill. 
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Children's Footwear 
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MBS. Sere IDEAL BABY SHOES 


Infants’ Soft Seles...0-3 
intermediates ....... 1-5 
Flexible Hard Seles. .2-8 
Bend for In-Stock 
Cataleg 


MRS. DAY'S IDEAL BABY 
Looust St. 








Danvers, Mass. 
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Men's Shoes 
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EAST WEYMOUTH.MASS. U.S.A. 
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Shoe Trees 
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QUICK PROFIT ITEM - 50) 


PLEX_ SHOE TREES 


SELF ADJUSTING 
A Gentle Squeeze Boies 
Inserts or Removes ane women 


“inaue,  L. A Sim 
SALES PLAN SHOE TREE 


159 NORTH MICHIGAN AVENUE: CHICAGO 








New Cleveland Office 


St. Louis, Mo.—With the announce- 
ment by Roberts, Johnson & Rand of 
St. Louis, of the transfer of their 
Cleveland office from the Arcade Build- 
ing to 1224 West Sixth Street, they 
also announce the appointment of Jack 
Maurer and Bob Healy as their rep- 
resentatives for the Cleveland district. 

Both these men have been associated 
with the company for a number of 
years, Mr. Maurer in the northeastern 
Ohio territory, and Mr. Healy in New 
York state. The Cleveland and north- 
eastern Ohio territories have been con- 
solidated and will be covered in the 
future by the two men. 

Mr. Healy will carry the men’s and 
boys’ lines, Mr. Maurer the women’s 
and children’s, and Mr. Maurer’s son 
will be permanently stationed in their 
Cleveland office. 
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Making Customers Leather Conscious 





Only one person 
out of every 5000 
may have a pair of 


Sea! hunting is regulated by international 
law, and is limited to only one month in 
the year. That's why the supply of gen- 
tine seal leathers is so limited, and why 
only one person in 5000 can have a pair of 
genuine seal shoes this year. Placing our 

orders early we were fortunate in securing 
8 fine selection of 


Genuine Seal Shoes for men, 
women, senior misses, misses 
and children 


You'll like them be 


See our Special Window Display of these 
new Seal Shoes at popular prices 


wage cs oh age from the Arctic Zone 
On Display at Our Allentown Store. 


€ ? 


ALLENTOWN-BSETHLENEM 


—— Beller Shoes by Frau — 








Farr Bros., of Allentown and Beth- 
lehem, Pa., believe in selling the merits 
and style appeal of the various leathers 
used in shoes. In this way they have 
been very successful in building up in- 
creased volume on style footwear in 
new and fashionable leathers. Illustra- 
tions show a window display used to 
promote shoes of seal leather, together 
with a newspaper advertisement which 
tied up with the window. 





Hack Adds Space 


DetroiIt—Hack Shoe Company is 
expanding by taking a new suite in 
the Stroh Building on Jan. 1, occupy- 
ing an entire half floor. This will give 
an expansion of one-third in floor space. 

New space will be devoted to a new 
shoemaking department, including shoe 
rebuilding section. 

The front of the store was parti- 
tioned off this week for a new private 
office for Nathan Hack, president of 
the company. 


Agoos Expand 


Boston, Mass.—The Agoos Leather 
Companies, Inc., of 145 South St., are 
building two additions to their tanneries 
in Lynn, expecting to get them equip- 
ped and started early in the new year. 
They plan to move to there the busi- 
ness which they carry on in their North 
River tannery in Salem. They get out 
kid and calf leather. 


Air Tred House Organ 


AUBURN, ME.—The January issue of 
Air Tred News, the Ault Shackford 
house organ, carried much pertinent in- 
formation about Air Tred Shoes—the 
salesmen who sell them—the shows 
where they will be displayed—the co- 
operative advertising support behind 
them—and a straightforward statement 
by Charles Ault, who heads the com- 
pany in Auburn, Me., that makes them 


Launch New Matrix Campaign 


WORCESTER, Mass.— The Heywood 
Boot and Shoe Co., makers of nation- 
ally known Heywood shoes, who for the 
past two years has also been making 
the Matrix Shoe for men, have pre- 
pared a most extensive promotional 
campaign for retailers and department 
store buyers. 

Heywood salesmen, in their terri- 
tories, are now presenting a most at- 
tractive group of styles, and are carry- 
ing the complete detaffed plan which 
includes window display material, an 
elaborate array of signs for windows, 
counter display units, tables, newspa- 
per advertising, and an unusually at- 
tractive direct mail campaign for 
dealers to use in their own mailing. 

The entire campaign represents one 
of the most thorough of its kind pro- 
duced by any manufacturer in recent 
years, and covers every phase of mer- 
chandising for the dealer. 


Southern Salesmen Elect 


Boston—The annual meeting of the 
Southern Shoe Salesmen’s Association 
was held Dec. 20 in the office of the 
national organization. 

The annual banquet of the associa- 
tion was held Dec. 28 at the Hotel 
Westminster. 

The officers elected to serve for 1935 
are: President, George L. Starks; vice- 
president, Hector E. Lynch; secretary- 
treasurer, Fred W. Stanton. 
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Rooms with bath, $3.50 up. 
Rooms without bath, $2.50. 


Write for booklet with 
map of Chicago. 


RANDOLPH AT LA SALLE mG ny Were) 




















You Repeat Your Profits with 
“America’s Finest Comfort Shoes”’ 
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RIGHT AND LEFT 
PATTERNS TO ASSURE 
SNUG-FIT AT ANKLE 








SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 
COUNTER 








SCIENTIFIC SEWED 
HEEL SEAT 











EXTRA FINE QUALITY 
PIG LEATHER INSOLE 
Come to the Bismarck 
for luxurious comfort 
ece good food eee and CELASTIC TOE BOX 
that elusive some- "OOTWEAR 
thing called ‘friendly 
service” that makes 
you feel rightathome. 
Every modern hotel 
convenience is here hes 
at your beck and call. “Rigs Comet (OMA 











VENTILATED 
ominet fi ad TO EVERY STEP 


NEW SPRING 
AND ELASTICITY 


100% NAIL-LESS HEEL 
SEAT, NO NAILS TO 
PUNCTURE FOOT 























Beware of Imitations 
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The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and "nail-less"’ 
features are virtually non-competitive. 
Men's and Women's Shoes. 


Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 





Un Matic 


CUSHIONED SHOES 








Hows 
Business 


Sales Exceed Expectations 


Los ANGELES, CALIF.—The Wetherby- 
Kayser Shoe Company reports that the 
new de luxe type, modernistic shoe 
shop opened a few months ago at 5416 
Wilshire Boulevard, in the center of 
the fashionable residential section of 
the city, has achieved a volume of sales 
well above expectations. 

The average unit sale in most of this 
company’s stores is running about two 
dollars above that of two years ago 
and the unit sale in the new Wilshire 
store is above the expected average 
even for a de luxe store. W. O. Mc- 
Cracken, manager, who has been with 
the company for some years, says the 
sales resistance is decidedly less than 
it has been for some years and the cus- 
tomers are decidedly more quality con- 
scious. 


Satisfactory Opening Business 


LITTLE Rock, ArK.—J. S. Archer, 
who opened the Winkleman shoe de- 
partment in the Cohn store last Sep- 
tember, reports the first four months’ 
business up to expectations. A good 
early season on blue kids is looked for. 





Griesinger's Celebrates 
75th Anniversary 


MEDINA, OHIO.—Griesinger’s Shoe 
Store, one of the outstanding retail shoe 
establishments of this locality, recently 
celebrated its 75th anniversary in a 
most unusual way. In addition to the 
customary anniversary sale, the firm, 
which is headed by C. L. Griesinger, 
eldest son of the founder, issued a book- 
let giving the history of the store and 
relating many interesting facts con- 
cerning A. Griesinger, who migrated 
from the Black Forest region of Ger- 
many and eventually found his way to 
Medina. Here he found work in a 
shoemaking shop and, when the busi- 
ness of his employer failed, opened u 
shop of his own. 

Mr. Griesinger’s stock in trade con- 
sisted of his bench, tools and $200 in 
hard-earned cash. He was a hard 
worker, frugal and honest, and he 
gained the esteem of his customers and 
fellow townsmen. In 1859 he married 
Catharine Kunstner, and six children 
were born, all of whom are living. 

The fire of 1870 swept away the small 
shoe shop, with all of its contents. Join- 
ing with other business men, Mr. Grie- 
singer built a shack inside the Park 
fence and business went on as usual. 
He was a leader in planning for the 
rebuilding of the town after the fire 
and did his own part by erecting the 
brick store building which has been 








occupied by the firm ever since. A. 
Griesinger continued in active business 
until 1894, when he sold to his sons, 
C. L. and W. E. Griesinger. This part- 
nership continued for about ten years. 
Even after his retirement, Mr. Grie- 
singer continued to take an active in- 
terest in the store, as well as in every- 
thing that pertained to the welfare of 
the community. He was a director of 
the Old Phoenix Bank and a member of 
the Village Council. He passed away at 
the age of 70. 

Griesinger’s Shoe Store has always 
kept abreast of the times and, under 
the ownership of C. L. Griesinger, is 
still operating successfully and profit- 
ably. The firm has bought merchandise 
from Mishawaka Rubber & Woolen 
Mfg. Co. ever since they started in 
business and has sold Walk-Over shoes 
over 35 years. Mr. Griesinger has as- 
sociated with him his own son, Charles, 
so the prospects are bright for a con- 
tinuance of this honorable and historic 
enterprise beyond the century mark. 


Renewable Sock Linings 


Boston, MAss.—Patents on renew- 
able sock linings for sandals have been 
secured by Robert I. Innis of Winthrop. 
The sock linings are. fastened on with 
cement, and when one is worn or soiled 
it can be taken off and a fresh one 
applied. 
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Riding Boots 





JUSTIN BOOTS 


A COMPLETE LINE OF STYLES IN 
STOCK AND CUSTOM MADE 


Riding, Cowboy and Lace Boots 


oO 
Write 





\ RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 














ym. CONNEG, 


sHOE Co. 
> 











LARGEST 


BOOT STOCK 
in America 


Domestic and Imported 
For Immediate Delivery 


Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Alse Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


~ COLT 
CROMWELL Co. 


1239 Broadway 
New Yerk City 

















Ohio Directors to Meet 


CLEVELAND, OHI0O—Clarence Faflik, 
president of the Ohio Retail Shoe Deal- 
ers Association, announces that a di- 
rectors’ meeting will be held during 
the January National convention, when 
plans will be discussed for the state 
convention to be held at Cleveland in 
late May or early June. He invites 


all dealers in Ohio, western Pennsyl- 
vania, West Virginia and Kentucky to 
meet with them. In behalf of the Ohio 
association, he pledges support for the 
National convention, and urges that all 
retailers attend. 





BOOT AND 


What's 
Selling 


New High Styled Line 
for Wetherby-Kayser 


Los ANGELES, CALIF.—The Wetherby- 
Kayser Shoe Company has introduced 
a new high-styled line of evening 
sandals, priced at $10.50, the outstand- 
ing feature of which is the more modi- 
fied toe. 

Perhaps the most popular number in 
the group, according to W. O. Mc- 
Cracken, manager of the new de luxe 
Wilshire Boulevard store, is a white 
satin ankle-strap model. This number 
is accentuated with a silver and gold 
kid trim, and the entire shoe is stitched 
in silver braid. It is an open shank 
model, with semi-open vamp and a 21-8 
satin covered heel. 

“In the Spring picture,” says Mr. 
McCracken, “we think we see in sport 
spectator types and in semi-dress a 
big demand for brown and white, and 
blue and white combinations, with black 
and white lagging behind these two. 
At the present moment spectator sport 
pumps with solid leather heels are very 
definitely in our picture in the Wilshire 
store.” 


Sports Shoes Selling in Detroit 


DETROIT — Sports shoes have been 
featured in recent buying in Detroit, 
according to Frank Plunkett of the 
Arch-Aid Boot Shop. For Christmas 
gifts, the universal trend in their store 
was to spiked golf shoes for women. 
“Women golfers who have been buying 
our shoes take their golf pretty serious- 
ly as a rule. We have their sizes on file, 
and the men who come in to order a 
gift for them have tended to buy the 
golf shoes, usually with the “shoe cad- 
dy” bag to hold them, making an ideal 
gift. 

“Southern sports wear shoes have 
been in big demand as well. This will 
be a leader right up until the middle 
of February.” 

The three Plunkett brothers, who own 
the store jointly, are promoting the sale 
of sports shoes at this season with a 
large poster, showing a photograph of 
a golf professional instructing a wo- 
man in the art of putting. The atten- 
tion of both is directed toward the 
ground, with the ball near the woman’s 
feet. The customer’s attention is di- 
rected by a large white circle to her 
shoes—and a sign below—“Good golf 
starts here.” 


Ski Boots Selling 


Boston, Mass.—“The Snow Train” 
has started to run out of Boston and 
shoe stores are selling ski boots and 
moccasins, and the sporting goods stores 
are selling all sorts of toggery for 
Winter sports. 
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"'Point-of-Purchase" Advertising 


St. Louis, Mo.—Plans for a compre- 
hensive advertising campaign for 
women’s shoes were announced here to- 
day by Southwood B.- Morse, vice-presi- 
dent of Brauer Bros. Shoe Company, 
manufacturers of Paradise Shoes and 
the Tango Pump, saying: 

“A point-of-purchase campaign based 
upon the actual promotion and display 
needs of each individual dealer is the 
new note in scientific salesmaking.” 

In commenting on this feature, Mr. 
Morse announced that a special display 
department is now being organized 
under the direction of E. B. Noble, who 
acts as display counsel for Brauer 
Bros. Mr. Morse stated that the point- 
of-purchase work to be conducted by 
this department will include designing 
and furnishing to dealers window dis- 
plays and backgrounds, interior dis- 
plays, identification signs, etc., and will 
comprise one of the most complete 
merchandising campaigns ever inau- 
gurated by a manufacturer of women’s 
shoes. 

In addition a national quality field 
advertising campaign and an extensive 
schedule in the BooT AND SHOE RE- 
CORDER will be used to keep retail ac- 
counts fully informed concerning the 
promotions. The peak of season at re- 
tail is to be emphasized in national and 
local advertising. 

Complete details of the campaign, in- 
cluding the national advertising sched- 
ule for 1935, will be announced to the 
Brauer Bros.’ sales organization at the 
St. Louis convention, at which time 
both C. P. Clark of C. P. Clark, Inc., 
advertising agency, Nashville, Tenn., 
and Mr. Noble of the display depart- 
ment, will coordinate the progress and 
promotion work. 


Waller With Franklin Park 


New YorK—Charles Waller has been 
chosen to represent the Franklin Park 
Division of the H. C. Godman Company 
of Columbus, which division manufac- 
tures styleful shoes for the volume 
trade. Mr. Waller will contact volume 
buyers from the Mississippi River to 
the eastern seaboard, with headquar- 
ters both here and in Columbus. 





Styles at Gude's 


Los ANGELES, CALIF.—A_ corseted 
high-cut, side gore, both in black and 
in brown, with mass stitching, priced 
at $10.50, always in suede, “fitting 
like a glove,” has been an outstanding 
number at Gude’s. 

A close second, though for a differ- 
ent purpose, has been an ultra-smart 
spectator tie in brown suede with 
matching calf and alligator trim, an 
interesting version of the “patch” shoe. 
The type of stitching holding the 
“patch”—the criss-cross stitching—has 
taken the eye of many Gude customers. 
This popular number is priced at 
$12.50. 
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Every 


WEW HOTEL 


‘3 


* 1200 Outside Rooms / afd i Yy 
* 1200 Modern Bathrooms 

* Circulating Ice Water 
* Finest R. C. A. Radios 
* Quiet—You Can Sleep 


* 4 Excellent Restaurants 
—Reasonably Priced 


* Complete Medical Unit, 
Health-Building Service 


* Every Transit Facility 


HOTEL 


UL 


GOVERNOR 


Cc. W. RAMSEY, Jr., Manager 
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Within a Few Steps 


f New York's answer to today’s demand 
* Convenient Location for NEW hotel luxury at minimum cost! 
Every comfort and convenience gives 
you maximum value for your money 
- +. fates begin at $3 a day for one— 
only $1 more for two. 









B. & O. Buses Stop at Door 
Opposite Pennsylvania Station 
7th Avenue at 31st Street 
New York City 


Chain 
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Want Quicker Sales? 


Then ask your manufacturers— 


if they use 


THE B. B. 
SYSTEM 


of Finishing Upper Leathers in Shoe Factories 
Boston Blacking & Chemical Co. 


Cambridge, Mass. 


Store Efficiency 


records are made available 


to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, III. 





Mclntire Heads Boston Travelers 


Boston, Mass.—The annual meeting 
and luncheon of the Boston Shoe 
Travelers’ Association was held Dec. 
22 at the association headquarters in 
the Hotel Essex. There was a large 
attendance of members and guests, 
among the latter being several from as- 
sociations affiliated with the National 
Shoe Travelers’ Association, notably 
those associations in Philadelphia, Buf- 
falo, Rochester and the state of Ohio. 

Following routine business such as 
committee reports, reports of officers 
and other routine business, the annual 
election was held with the following 
results: 

President, George A. McIntire; vice- 
president, Guy Small; secretary-trea- 
surer, William Noll; William Brandt 
and Arthur P. Richards, members of 
the Board of Directors for two years. 
President McIntire was chosen to head 
the list of delegates to the annual con- 
vention of the National Shoe Travelers’ 
Association in St. Louis. 

Major Charles T. Cahill of the 
United Shoe Machinery Corporation 
was made an honorary member of the 
association. 


Grossman to Represent Superior 

INDIANAPOLIS, IND. — Charles Gross- 
man will represent the Superior Shoe 
Co., Boston, Mass., in Indiana, Illinois 
and Kentucky, and will feature a 
novelty line of women’s shoes. 








New York Boot and Shoe Travelers 
Association Hold Annual Meeting 


At the annual meeting of the New 
York Boot and Shoe Travelers Associa- 
tion held in the early part of Decem- 
ber, Mr. Mortimer Seamon was elected 
president; Jim Baker, vice-president; 
M. E. Tobias, second vice-president; 
J. A. Donovan, third vice-president; 
and Charles Havranck, secretary and 
treasurer. At the same meeting a mem- 
bership committee was appointed by 
Mr. Seamon with representatives on 
each floor of the Marbridge Building 
to encourage shoe travelers in the Mar- 
bridge Building to become more closely 
allied with the association and to dis- 
pel the impression that the association 
is only for shoe travelers. Any man 
connected with the shoe industry and 
its allied fields is eligible to member- 
ship. 

An entertainment committee was ap- 
pointed to arrange for a monthly 
luncheon the first of which is to be 
sometime in February. At the meeting, 
the insurance feature of the associa- 
tion was discussed and it was suggested 
that this feature be publicized since 
it offers shoe travelers a very low 
insurance rate. The membership com- 
mittee which was appointed will en- 
deavor to get 50 new members by 
the first of February. 


‘i Seiiie Chale 


Fort WortH, TeEx.—The committee 
chairmen who are to work on the joint 
convention of the Texas-Oklahoma Shoe 
Retailers Association and the South- 
western Shoe Travelers in Fort Worth, 
Feb. 4-5-6, were named at a meeting 
of local members this week. They are: 
Alex Hesselson, hotels; Dave Tandy, 
publicity; Walter Taylor, program; 
Gus Daniels, entertainment, and H. 
Knoebel, registration. Glenn D. Jones 
is general chairman. 

According to Walter Taylor, enter- 
tainment set for the meeting includes a 
luncheon on Monday, Feb. 4, “Fun 
Night,” Monday night; a dinner-dance, 
Feb. 5, and a farewell dance, Feb. 6. 
Taylor says a record delegation is ex- 
pected as the convention is held soon 
after the national association meeting, 
and early enough for shoemen to buy 
their Easter stock. 

Fort Worth is considered by some 
the “home” of the Texas association, 
more conventions being held in Fort 
Worth than elsewhere. Only eight have 
been held away from Fort Worth since 
its organization. 

Also, W. A. Harris, president; Gus 
Daniels, third vice-president; W. B. 
Taylor, secretary-treasurer, and Alex 
Hesselson, a member of the board of 
the Texas association, live in Fort 
Worth. 
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Ballet Slippers 
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BALLET SLIPPERS 


Right and Left Lasts. 
Black Kid 
600—Top Grade 
Miss Child. 
$1.30 $1.25 
0. a 
. Miss ee 
$1.15 at 


sRooke. SHOE MFG. 
Swansen and Ritner, Phitadsiohta 
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Spats 
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MOST INE 
DEMAND! 


Consistent agvertiotns, 


in BO ‘ 
STREETS the best known (am 
= most popular SPATS 
in America. Strong mer- 
chandising helps, attrac- 
tive kages and excel- 
lent display materia help 
you to sell them in profit- 
able ' 


BOND 
STREET 











Frank Brown With Robert 
Johnson Rand 


INDIANAPOLIS, IND. — Frank Brown, 
for many years traveling representa- 
tive for the St. Louis Shoe Mfg. Co., 
has accepted a position with the Robert 
Johnson Rand division of the Interna- 
tional Shoe Co., covering northwestern 
Indiana. The change will take place 
Jan. 1, 1935. 


Selby Retires Preferred 


PORTSMOUTH, OHIO—The Selby Shoe 
Company on Dec. 26 notified preferred 
shareholders that it will retire all of 
its outstanding preferred stock on 
Feb. 1. 

There are 8456 shares outstanding. 
The call price is $103 plus $1.50 divi- 
dend due on that date. 


Wider Shanks for Lower Heels 


LYNN, Mass.—An eighth of an inch 
is being added to the width of many 
metal shank pieces for women’s shoes. 
That’s because of the run on low heels, 
it being an old trade rule that the lower 
the heel the wider the shank piece. 
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Big Shoe Party in Cleveland 


Members of the Entertainment Committee: 


Seated (left to right)— 


Adolph Wachsberger, Clarence R. Faflik (president, Ohio State 
Retailers’ Association), Joe Faflik, Larry McDal (vice-president, 
Cleveland Association), William R. Caldwell (president, Cleveland 
Association), and L. H. Abrams (of the Boot AND SHOE RECORDER). 
Standing (left to right)—Ross Filion, Elmer A. Clark, Murray 
Bender, J. Harold Roberts (past president, Cleveland Association), 
Allen V. Holbrook, Jr., (secretary, Cleveland Association), Walter 
Jelicka, Harry L. Dean and Ben Miller. 





CLEVELAND, OHIO—The Cleveland 
Shoe Retailers Association, which is set- 
ting out to be one of the stongest 
organizations in the country, started 
Winter activities with a stag party in 
Hotel Carter. The affair, held on Mon- 
day evening, Dec. 17, brought one thou- 
sand shoe managers, executives, sales- 
men and guests—the largest number of 
shoe men to assemble in these parts 
during recent years. 

Not only was the big social occasion 
successful from the standpoint of num- 
bers, but the program was equally pre- 
tentious. Over 20 acts of high-class 
vaudeville, numerous radio stars, a 
mistress of ceremonies and a 10-piece 
orchestra were there to entertain the 
vast assemblage which filled the main 
floor and terraces of the beautiful 
Rainbow Room. Managers of down- 
town shops and departments, chain ex- 
ecutives, outlying shoe store operators 
and suburban retailers applauded in a 
marked spirit of harmony. 

William R. Caldwell, new president 
of the local association and responsible 
in large measure for the party’s suc- 
cess, opened the festivities. A telegram 
of congratulations and regret that he 
could not be there, from M. A. Mittel- 
man, national association president, 
was read. Clarence Faflik, president of 
the Ohio Retail Shoe Dealers Associa- 
tion, gave a brief address in behalf of 
the state organization and asked for 
support at the national convention. 
Harry L. Dean, special representative 
of Hotel Carter and himself an old shoe 


man, recently elected to honorary life 
membership in the Cleveland Shoe Re- 
tailers Association, offered a warm wel- 
come on behalf of the hostelry. 

Following a round of entertainment, 
over 100 door prizes were given away, 
representing donations of over $500 in 
merchandise. The grand prize of the 
evening was a $50 Gruen wrist watch 
donated by M. V. Shane, president and 
treasurer of the Webb C. Ball Co., 
prominent retail jewelry house. It was 
presented to the lucky number holder 
by Raymond A. Porter, buyer for the 
same firm. Such cooperation on behalf 
of outside interests brought heavy ap- 
plause. 

The committee in charge of the stag 
party consisted of Larry A. MeDal, 
chairman; Clarence Faflik, Joe Faflik, 
Ross Filion, Allen V. Holbrook, Jr., 
Walter Jelicka, W. A. Tomes, Adolph 
Wachsberger, Ben Miller, S. J. Lipson, 
Harry A. Waldron, Wm. R. Caldwell, 
Elmer Clark, Murray Bender, J. Har- 
old Roberts (past president), Harry L. 
Dean and L. H. Abrams. 

New officers of the Cleveland Shoe 
Retailers Association, which is making 
a strong bid for the national conven- 
tion in 1936, consist of Wm. R. Cald- 
well of the Dr. A. Reed Cushion Shoe 
Co. store, president; Larry A. MeDal 
of the I. Miller store, vice-president; 
Murray Bender of the Lindner Co., 
treasurer; and Allen V. Holbrook, Jr. 
of the Cleveland Stetson Shop, secre- 
tary. 








though she won’t be offended.” What 
a blow that is to the merchant’s pres- 
tige, the very thing he sought to build 
up when he replaced those shoes! 

Still others get out the microscope 
and hunt for an excuse to send the 
shoes back to the factory. I'll let the 
manufacturer pin the right name on 
them. 

Need mention be made of the matter 
of expense? Just remember it takes 
from 10 to 20 sales to offset the loss 
on every pair that is “made good.” 

Now that you have read this far I’ll 
confess I have not yet even mentioned 
the vital point of this discussion. Here 
it is: 

The top half of the retail shoe trade 
has long striven to put upon shoe fit- 
ting the status of a profession. But 
how can that be done? It will never 
be accomplished till we cease guaran- 
teeing our professional services. 

Every shoe sale involves two distinct 
factors, first, the ‘merchandise factor, 
which concerns only the physical prop- 
erties of the shoe, and second, the pro- 
fessional factor, which concerns the 
opinions and advice on its fitting quali- 
ties. 

Modern merchandising demands that 
we guarantee the physical properties 
of our merchandise, the materials and 
the workmanship. With that none of 
us will quarrel. Those things are 
largely a matter of fact, not of opinion. 

On the other hand, our fitting ser- 
vice has a strictly professional aspect. 
It consists solely of opinions based on 
education and experience. 

Professional services, mind you, are 
not guaranteed. Every line of endeavor 
which dignifies itself by the name “pro- 
fession” insists that its members do 
not guarantee their professional ser- 
vices. 

The doctor does not guarantee to 
cure you. Nor does the dentist. The 
lawyer collects, win or lose. He sells 
his opinion, right or wrong. The archi- 
tect who plans your home collects for 
his services whether you feel comfort- 
able in it or not. 

In all these professions the individ- 
ual who guarantees his services or his 
opinions becomes an outcast, a non- 
conformer. He does not get the high- 
grade business. The louder he shouts, 
“No cure, no pay,” the lower he sinks. 

The successful professional man at- 
tains eminence by the correctness of 
his opinions, not through making ad- 
justments when his opinions are wrong. 

A nickel’s worth of chewing gum is 
“guaranteed” as to material and work- 
manship. But it took many thousands 
of dollars worth of professional opin- 
ion before that package of gum could 
be made and marketed. Not a penny’s 
worth of this advice, right or wrong, 
was guaranteed by the professional 
men who sold their advice thereon. 
We too should guarantee the physical 
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If She Wears It, She Should Keep It 


[CONTINUED FROM PAGE 34] 





properties of our merchandise. But the 
more we guarantee our professional 
services, out fitting, the farther we re- 
move ourselves from a_ professional 
status. 

If conducted as a profession, shoe fit- 
ting will attract better men to its 
ranks. Automatically the poorer ones 
will be dropped, and a man will be 
proud to say, “I am a shoe fitter.” 

Naturally, this problem is largely 
local. Its solution must begin with the 
better stores of the community getting 
together on this policy: “Under no 
circumstances can a worn shoe be 
returned.” 

That statement should be made with- 
out qualifications. The minute we be- 
gin to soften it by such words as “rea- 
sonable” or “justified” we leave each 
individual case open to argument. That 
would put us right back where we are 
now. 

The movement should be sponsored 
by the National Shoe Retailers Asso- 
ciation. I am sure the National Boot 
and Shoe Manufacturers Association 
would endorse it and applaud it. In 
times past many shoe manufacturers 
have told me they regard the “new 
pair” policy as utter foolishness. 

But this is one reform that does not 
have to wait for national action. It 
can be put into motion today. Just 
reach for your phone, call one of your 
fellow retailers and say, “Hello, John, 
let’s get the bunch together tomorrow 
evening.” 


An Inspiration to Independents 
[CONTINUED FROM PAGE 28] 


now. These alert youngsters know 
where they are going and how they 
are going to get there. They are still 
sticking close to the valuable lessons 
they learned when they first started in 
business, of concentrating their pur- 
chases; of watching overhead; of al- 
ways keeping a well balanced salable 
stock of shoes on their shelves, yet not 
too many to handicap their getting a 
three times turnover a year. 

As the Browns are young and are 
blest with that friendly nature so es- 
sential in the retailing of shoes, they 
had no great difficulty in establishing 
themselves in their home town. Boys 
and girls from the State Teachers’ Col- 
lege and the Tennessee College for 
Girls, both local institutions, just 
naturally gravitated to this store. Not 
because there was anything extraor- 
dinary about the Brown Shoe Store 
other than it was a good bright place 
well kept, but somehow these students 
knew that they would find kindred 
spirits here who could be depended upon 
to successfully solve their shoe prob- 
lems. Furthermore, plenty of clever 
ideas were used to attract favorable at- 
tention to the store. 
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Here’s a brand new one. A Five 
Cent Discount Sale. Every man was 
given a five-cent discount for each inch 
that his foot measured. Lucky for them 
that I was not there at the time, else 
they would have given me my shoes 
free. They just went to town with that 
human interest stunt, for it sold shoes 
right and left alike to college and town 
men. 

Up until recently work shoes never 
did sell very well. The brothers felt 
that they should do a job, as their 
county is one of the best dairying and 
agricultural sectors of the country. 
Carnation Milk has its second largest 
dairy nearby. Work shoes were shown, 
advertised and promoted in the usual 
straight ways, but no dice. Either 
Ivan or Milan, I forget which, stumbled 
on the fact that when farmers and 
others who are interested in work 
shoes start to buy them, they always 
look them over very carefully as to 
quality of materials and construction. 

“Why not go the distance with 
them?” was the new born bright idea. 
The Brown Shoe Co. furnished the 
store with a few shoes all cut up, show- 
ing the quality of the leather used in 
making. A couple more shoes were cut 
in the store to show more details. This 
collection was then set in the store’s 
doorway, with each shoe carrying a de- 
scriptive price ticket. 

In no time at all men were picking 
up these samples, examining them and 
then coming into the store to be fitted. 
These work shoes are sold on a close 
margin. And they turned the trick 
of building up a real worth-while work 
shoe business which in turn, increased 
the sale of men’s dress shoes as well as 
materially helping business in the 
women’s and children’s departments. 

Style shows are held a couple of 
times a year for the college men. The 
one held in the Spring when the sport 
shoes make their appearance usually 
has the best action. Tickets are put 
around to all the men students, invit- 
ing them to the showing. The event 
is made interesting through giving 
away a couple of pairs of shoes after 
the show. College regulations do not 
allow a similar stunt to be operated 
for the benefit of girls. The girls know 
of the store through various means and 
prove to be more loyal customers after 
graduation than the men. 

The Brown brothers are just full of 
the many human interest ideas which 
are necessary to keep a store to the 
fore, yet they have enough business 
sagacity not to overdo things of this 
nature and always to keep their stunts 
within the bounds of good taste. 

Back of all this play is the really 
serious side, the job of fitting shoes and 
selling only those shoes which they 
know will prove to be of lasting benefit 
to their friends and neighbors. 

This store is operated on a strictly 
cash basis and in the medium grades. 
Eight dollars is the top, while a few are 
carried at three dollars. Most of the 
sales are around the five and six dollar 
mark for men’s and women’s shoes, 
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JANUARY SALE DISPLAY CARDS... 
PRICE TICKETS...and WINDOW STREAMERS... 
NOW READY! 





10% 


Selling is Through 
WINDOW 


e JANUARY 
Feature Pointers White board; dark blue base; 

INFORMATIVE ARROWS point out visible and yellow left border; coral and 

in-built values. They are gracefully and securely white ribbon. 

placed with the aid of adjustable Polly Clips. Size 8” x 14” 


REVEAL the fine wearing qualities of your mer- 
chandise with PRECISE information through your 

windows. You can turn a window shopper into a COMPLETE TEXTS 
sure customer by pointing out the quality fea- sent on request 


tures of your shoes. 6 cieilieiiaaihi tits 
2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 a Store Service. 
The ARROWS are available in two PR ne ho way ~~ 


colors: corn with green border, or ec \ 
buff with green border. Choice of Without Text: 35¢ each 


forty selling phrases, or blanks. 
12 dozen (printed or blank)..... $2.00 THE ~——. PRICE 


6 ” ( ” ” ” ) a 


Pe a ae 2s TICKET, illustrated be- 


SPECIAL: — low, is designed espe- 


ONE GROSS ARROWS AND ONE GROSS { Arrow Sales Messages, R 
@ ONLY $5.00 on request. cially for the above card. 











USE SALE STREAMERS 
ON YOUR WINDOWS 


























“co” Streamer: Red border and “Sale” on white. 


Midnight blue Size: 24” long—5” wide. Price: 3 for 25¢— s  - 

and vermilion 10¢ each White board; 
design on buff r SALE in bright 
board. (Tickets: Priced below. Size 114" x 2%") red; royal blue 





design (also 
without “sale”). 








Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


6°? 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 @: 

















“J’—Polly Clips for tickets: ¥% gross $2.25 
(adjustable—tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 


«KK 
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MORE SHOES! 


Select the Service You Wiskh— 
Mail Coupon—See Sales Jump! 


Annual Display Card Service 
Ineludes 
EXCLUSIVE FRANCHISE is given with annual card service 


to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 





HOLDERS 


Oval base — bur- 
aished gold— 
three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 





Merchants Service Dept. 
BOOT AND SHOE RECORDER 


209 So. State St., Chicago, Ill. 





SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards... 2 holders... 
50 blank harmonizing price tickete 


COUPON 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Message,” beginning with January, for card service 
NG@ieccceusns » for one year, consisting of......... card 
holders (with the first month’s service), ........ cards 
SHG. cc cesee blank tickets each month—OR—......... 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $....... per year, payable $....... 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


Givens Piece Wrerex. Goecces SE CPETE S EOE Serer 
Sate NOME. Sock. ciccicdccdadededdacedcccenvadauds 
Dn EEE PETE, COC TICETETCEE Jos eceeececees 
CRONE oa iss bwilscdieccceadavdedsvesesveudadeaetecesds 
OU CCE C RET CIC OCC TUTTE MOG os soca ccdscccees 
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CLAWIFIED ano WANT 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. . . 


~=< 








SALESMEN WANTED 


SALESMEN WANTED 








HIGH CLASS SALES REPRESENTATIVES WANTED 


Long established representative hosiery firm, carrying a short line of distinctive 
specialties in hosiery, including women’s full fashioned and mock fashioned 
silk hose, also a line of novelties in anklets and children’s sox, having large 
outlets in entire country, is desirous of increasing its sales in the shoe field, 
especially among chains and large retail buyers. 


To this end we are desirous of having our line carried by a number of A-l 
shoe salesmen in conjunction with their other line. 
big trade and having entré into leading establishments will be considered. 


Describe territory covered and all details as to type of business served. 


Address E-102, care 
BOOT & SHOE RECORDER, 239 West 39th Street, New York, N. Y. 


Only those men selling 











EXPERIENCED SALESMEN 


to carry a long established manufacturer's in- 
stock line of boys’, girls’ and children’s Welts 
and McKays for following territories—one 
man for Western Pennsylvania, including 
Pittsburgh ; one man for Southern Ohio, 
lumbus South; one man for Wisconsin and 
Iowa. 

Also side line men for the following States: 
Kansas, Minnesota, North and South Dakota, 
Mississippi, Tennessee, Colorado, Nebraska, 
Oklahoma, Texas, California, West Virginia. 
—~ must be thoroughly acquainted 
and well established with trade in territory 
and must have a car. In replying give age, 
references and amount of sales. 


Address D-991 


c/o BOOT AND SHOE RECORDER 
140 Federal St., Boston, Mass. 











Goeop TERRITORIES cpen for live salesmen. 
The fastest selling line of women’s novelties 
and. jobs; also men’s and children’s shoes—all 
in stock. Commission only. Write at once de- 
tailing experience and references. A. Bloom 
Shoe Co., 163 Lincoln St., Boston, Mass, 





SALESMEN wanted to carry pies priced 


line of Shoe Ornaments and Findings for 
reputable concern. All territories open. Ad- 
dress D-998, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


ALESMEN WANTED: To sell as a side 

line on straight commission an outstanding 
line of children’s pre-welt shoes made in St. 
Louis. To retail at a — price. Address 
D-993, care Boot & Shoe Recorder, 1627 Locust 
Street, St. Louis, Mo. 








EPRESENTATIVES—tTen are needed with 

shoe selling experience. Exceptionally at- 
tractive sales arrangement for men who qualify. 
Popular line that fits every season. State 
qualifications briefly. Give references. Com- 
pany with recognized reputation 37 years. Ad- 
dress D-982, care Boot & Shoe Recorder, 209 
South State Street, Chicago, III. 





A NATIONALLY known manufacturer of 

women’s low heel sport-type oxfords—in-stock 
—to retail at $2.00—is now considering sales- 
men’s applications for all territories. _Commis- 
sion basis. Territory open only to men now 
employed who want a side line of approximately 
six numbers. State territory and references in 
first letter. Address D-992, care Boot & Shoe 
sprageer, 239 West 39th Street, New York, 





ALESMAN: Washington and Oregon States, 

catering to the better class trade. Strong 
line of Women’s and Men’s Riding Boots, 
Men’s Shoes, and Women’s Sport Footwear 
1 saggean A adapted for the Northwest. Will con- 
sider residents of these states only. In reply 
give age, reference, and experience in the terri- 
tory. M. M. Lee, 911 S. Los Angeles St., 
Los Angeles, Cal. 





TTENTION, Traveling Men selling shoes or 
*4 findings! Liberal commission paid for sell- 
ing Lightning Shrinker iron. Some good terri- 
tories open. See G. W. Harris, Mayfair Hotel, 
St. Louis, —— convention, or write home 
office, 209 South State Street, Chicago, Illinois. 





EN now calling on shoe stores and findings 

jobbers to sell new kind of white cleaner. 
Commission. Exceptional opportunity. Refer- 
ences required. Martin & Martin, Station D, 
Chicago, III. 





SALESMEN WANTED 


WELL-KNOWN trade mark line children’s 
shoes, stocked in Chicago. Has open as side 
line Iowa, Indiana, Wisconsin, Ohio. Address 
E-103, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








SALESMEN, Commission basis, sell Amazing 
Hollywood Brushless Shoe Cream, also White 
Polish, to shoe and department stores. Must 
have established trade. Give experience in first 
letter. Frenchee Chemical Co., Richmond Hill, 








HELP WANTED 


TYLE MAN AND DESIGNER, sport shoe 

experience. Address Sport Shoes, D-997, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York City. 











BUSINESS OPPORTUNITY 








YOU CAN HAVB A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. y terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











LINE WANTED 


LINE WANTED: Sales-agent with 10 side- 
line salesmen (South Atlantic states) will 
add short line popular-priced footwear. Must 
be 12-pair cases, in-stock. Settlements monthly 
for goods shipped. Mailing list and direct maii 
facilities. Address D-999, care Boot & Shoe 
1? cal 239 West 39th Street, New York, 








N EXPERIENCED TRAVELING SHOE 

SALESMAN living in Kentucky desires a 
good, strong, popular-priced line of women’s 
novelty shoes. Have had 12 years’ and more 
experience on the road selling men’s and women’s 
specialty lines in Kentucky and West Virginia. 
Can give the best of references. Address D-989, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





mum charge cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. 
When a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@e§ 


In all other cases each word of the 
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POSITION WANTED 


POSITION WANTED 


LINE WANTED 











and tact. 


GOING TO GRADE UP? 


.A Shoe Buyer (Christian), who has a wide store of practical knowledge of 
buying and merchandising women’s shoes selling from $6.00 to $14.50, is open 
for a position. Salary to be based on percentage of profit gain. 

Fifteen years’ retail experience under and with some of the best shoe merchan- 
disers in the country. Eight years in executive capacity with one firm. I wish 
to make a connection with an organization which has the courage and vision to 
take full advantage of the present upward trend in business. 
Present connection satisfactory, but limited opportunity. é 
Raised on good shoes, so know how to handle difficult trade with diplomacy 


ADDRESS D-988, CARE BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 


Am a Southerner. 








Will Represent 


SHOE MANUFACTURERS, 
JOBBERS and SELLING AGENTS 


{N MARYLAND, VIRGINIA, 
NORTH CAROLINA and the SOUTH 
ON COMMISSION BASIS 
Excellent contact among jobbers, chain, shoe 
and department stores. Can produce volume 
business for you. No time to lose—GET IN 
TOUCH AT ONCE. A-1 References. 

Address D-994, Care 


BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 














EXPERIENCED RETAIL 
MANAGER AVAILABLE 


The undersigned has had a wide ex- 
perience as manager, buyer, and 
efficiency man in retail shoe busi- 
ness; has just completed task of liqui- 
dating a retail organization and is 
now available for a position that 
offers opportunity for a man of 
energy, initiative, and loyalty to his 
job. Best of references furnished. 


Ad@ress E-100 


Care of 
BOOT AND SHOE RECORDER 
239 West 39th Street, New York City 

















HELP WANTED 


DESIGNER for manufacturers making san- 
dals and_ slippers. ddress D-996, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 











BUSINESS OPPORTUNITY 


PARTNER with $5,000 to $10,000 for well 
established wholesale Children’s shoes and 
slippers. Opportunity for right man. Address 
D-995, care Boot Shoe Recorder, 239 West 
39th Street, New York, N. Y. 











SHOE DEPT. WANTED 


ANTED — Shoe Department or Equipped 
Store with or without stock. t me know 
full details. Address E-103, care Boot & Shoe 
sl 239 West 39th Street, New York, 











Interesting Leather Display 


New YorK—A leather display for 
charity was exhibited by the A. C. Law- 
rence Leather Co. at the Miami-Bilt- 
more fashion show at the Waldorf- 
Astoria Hotel Friday, Dec. 14. 

Among the items shown for men 
were a fitted cowhide dressing case, 
pig grain wallets, suede jackets and 
patent leather slippers. Suede jackets, 
calf handbags and suede and calf belts 
were shown for women. Other articles 
included leather book sets, covers and 
a portfolio. 

On display also were the Golden 
Fleece family of toys made by the Win- 
chester Toy Company, a subsidiary of 
A. C. Lawrence Leather. 





Walter A. Gamble Dies 


CLEVELAND, OHI0—Local shoe men 
are saddened by the loss of Walter A. 
Gamble who died recently after a short 
illness. Mr. Gamble was only 35 years 
of age but his entire life was tied up 
with the shoe business in Cleveland. 
His first experience was in the May Co. 
department immediately after the 
World War. 

Later he was employed by the old 
Graner & Powers shop. While decid- 
edly young, he became manager of the 


WALTER A. GAMBLE 


Cantilever Shop and remained in that 
position for many years. Later he 
went into business for himself, oper- 
ating the Oxford Shop on Euclid Ave- 
nue in the Playhouse Square district. 
At the time of his death he was iden- 
tified with the Selby Arch Preserver 
Shop under Elmer Clark. 

Mr. Gamble was a member of the 
Cleveland Shoe Retailers Association 
and well liked in the trade. He is sur- 
vived by his widow, Theresa Gamble. 


Portland Store to Move 


PORTLAND, ORE. — Rosenthal’s Shoe 
Store, located at 511 Southwest Broad- 
way, will move to new quarters this 
January, with the expiration of the 
present Broadway store lease. 











WANTED TO PURCHASE 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 


ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 


IRVIN RUBIN 
“The House of Jobse’’ 


89 Reade St. Cor. Charch 
Phone Barclay 7-7887 New York City 








WANTED 
» Shoe Jobs for Export—Cash— 


P. FRANCO 
394 Broadway, N. Y. C. 








CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 


MAX KALTER & CO., INC. 
Phone Canal 6-4371 
5691 BROADWAY NEW YORK CITY 








CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, Geller, Beek, 
Saks—5th Avenue, Melville, Bostonian, etc. 


BARIS SHOE COMPANY, Inc. 


79 READE STREET, NEW YORK 
Tolephone: WORTH 2-5180, 5181 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shees 
from manufacturers, jobbers er retailers. 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Werth 2-5377 and 5378 














Clarence Raut Resigns 


CuHIcAGO, ILtL.—Clarence Raut will, 
aften Jan. 1, no longer represent the 
Conrad Shoe Co. in the metropolitan 
Chicago district, but will some time in 
January have an announcement to 
make regarding a new connection in the 
men’s shoe business. 
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To 
Our Advertisers 
In This Issue 





EXT Week's issue of BOOT and SHOE 
RECORDER will tell the story of two 


major events in the shoe trade, the conven- 


tion of the National Shoe Retailers’ Associa- 
tion in New York and the Fourth National 
Shoe Display and convention of the Na- 


and Shoe 
Association, in St. Louis. 
RECORDER'S editorial staff will cover both 


of these important gatherings and report the 


tional Boot 


important news, the trends in buying, style 
developments, and highlights of convention 


proceedings. A complete story in word and 


picture. 


Every merchant who can do so should plan 
to attend one of these conventions. But 
whether you go or stay home, you'll wish to 
read—and re-read—this running story of 
who's who and what's new in New York and 
St. Louis. 





Published by BOOT and SHOE 
RECORDER PUBLISHING CO. 
239 West 39TH StrREET, New York City 


EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT, Vice-President and Treasurer 
Vice-Presidents 
H. WALTER SCOTT 
BERNARD C. BOWEN 
LAWRENCE F. DUTTON 
ARTHUR D. ANDERSON, Secretary 
Directors 


in addition to the above-named officers 
HUGH M. BOWEN, SAMUEL G. KRIVIT 


Advertising Offices: 


New Yor« 
239 W. 39th 8 
Telephone : i od 6-1100 
” CHIcaco 
209 8. {pate St. 
Teena abash 8058 
. Cc } 


Boston 
140 Federal St. 
Telephone: tame 4460 
L. F. Dutton 
St. Louis 
1627 Locust St. 
Telephone: Garfield 3347 
Huuk M. Bowsn 
PHILADELPHIA 
N. W. Corner 56th and ercy Sts. 
ee ms Sherwood 1424 
. WaLTEeR ScorrT 
CINCINNATI 


‘Selgebens: Parkway 6648 
LPH R. LepDER 


SUBSCRIPTION RATES 
zm yy —7— price of the Boor & Suom Recorpsr 


one year, which includes postage in the 
United States and its possessions. Tax in Canada, 
$2.60 extra. 


FOREIGN SUBSCRIPTION—The pres to all foreign 
eountries except the above is $10. 
cluding postage. 


All subscriptions are payable in advance. Single copies 
25 cents. 


per year in- 





Manufacturers’ 
Members of the 


BOOTS AND SHOES 


BOOTH, WALTER, SHOE 'GO., Milwaukee, Wiss. 56k coc cael de bese ececcs 6, 7 
BROGKS SHOE MFG. CO., Philadelphia, Pe... 556i. ec ccc dnv ect eeoebies 46 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass...............0cceee eee eeeeeee 42 
COLTRI Mew: Vt ity: oon on oie ccs beibioiesccioreecnevneeness 44 
OGrnett, J: 0. SHIGE CO., So: Braintree; Mass... . 2.6.55 cic ccs sccenscestowes 44 
ITS ne, Ee ss WV ONTO Mass... oi sok i ie hese cet cided senanees 40 
Seren ees a, ee te... Port Worth. Tek..-< 6 5. oc dan ccc ve bactcwcebe ceva 44 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.............0. ccc cee eeeeeenees 42 
ee oS | a er eee eer arated 5 
REPS, The ee, tec, a imore, NG... «66.5. k 5 cdcesiis s boeees scteaiaemeees 2 
ROMNN: SHOES G06. GOW Milwaukee, Wis:....... 0d ccckis cic cenccskesiihen AR 43 


UNITED STATES RUBBER CO., New York City. ................ see eccoeees Front Cover 


VAUGHN-TOWLE CO., Wakefield, Mass. ... 





LEATHER AND OTHER MATERIALS 


ALLIED KID CO.—Standard Kid Div., Boston, Mass............... 000 ccceeceecueeece 1 
GOODYEAR TIRE & RUBBER CO., Akron, O.......... 0. ccc ccc cece cece cece ee eeees 22-23 
Ere ere PUR Ra, RIO OES. cs 5 oi ids cecis ak eae ow wins Saeed eRe a slemereeer 25 
OHIO LEATHER COMPANY, Girard, O. ........ 0... ccc ccc ccc cece et eee Back Cover 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis...............0002.000ee 2nd Cover 
VEREA SARte GOL Boston Mats: is. wesc boo bed cae oe ale ea weed cles 41 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


BOSTON BLACKING & CHEMICAL CO., Cambridge, Mass....................000 eee 45 
E. |. DU PONT DE NEMOURS & CO., Wilmington, Del............ 00.00 ccc eee eee 27 
UNITED SHOE MACHINERY CORP., Boston, Mass. ................. 4, 10, 29, 3rd Cover 
SHOE ACCESSORIES ' 
ONONDAGA HIDE & LEATHER CO., Syracuse, N. Y...........0. 0000. cee eee ee 40 
SIMPLEX SHIGE. TREE IGG. Chicago, Wi. . oi. nec occ oasis nt cashes savenes 42 
WILLIAMS MFG: CO. ‘Portsmouth; GO... 2... cece eee: oon erent ete tate 
WIZARD COMPANY, St. Louis, Mo......... a shes eae id eke TA cae RO eat MO 






MISCELLANEOUS 
POG IIE OUR FONE OI. 6 ons irik sie ene cubs ceasececssnvecsnceces wow 3 
BARIS SHOE GOMPANY, New! York Citys... cc cnc ci ccc cece neta eeweces 5l 
I Ne foresee oc oa sae v idles Sadan oho We Cease de nlp eee taxes 51 
A TS | Sn aga Pa aa 43 
HOTEL GOVERNOR CLINTON, New York City...........0..00.0. 0c ccc cece cece eee 45 
I EES iol 5.5 Spc wo aisted.s S Bade cwad ba yonbsae Seal ees 51 
Rime eunneen Ga, eG, New York City... 060.685. ccdcts caciec nes taceses 51 
MAM Hae ot GG, tii, Maw Vork City... o.oo cic cess ccereccndesaceusgeneees 5l 
STEPHENSON LABORATORY, Boston, Mass............... 0.0 cece ccuccececueeceees 50 
TRUE STORY MAGAZINE, New York City........... 00... cece cee cece cecceee see 8 
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B RicHs Sons 
PROPER FOOTWEAR 
100: Ff STREET NW 


WASHINGTON, D. C 


November 17, 1934 


Kr. Ae Pe. Gilbert 
c/o Gilbert Shoe Company 
Thiensville, Wisconsin 


Dear Kr. Gilbert: 


We are just in receipt this morning of a letter 


from Sumatra, Bast Indies, ordering three pair of The franchise for 


Kali-sten-iks shoes. €« K A L I _ S T E N 7 I K S > er 


The fame of Kali-sten-iks has reached half way f isa capital asset 


around the world, and I am sure you would be interested. for your better grade customers. 
diel ants dail If interested in grading up, write us. 


H.JeRich 
5G 





KEEP GOOD FEET HEALTHY 


} 1s tas “e hited Dra es -"- R se -s 
SN aa Datel ha BAN Fa a ANE ZR et oe arte AB LATS Cini BU ee 


THE GILBERT SHOE CO., THIENSVILLE, WIS. 


NEW YORK - 541 MARBRIDGE BLDG. e LOS ANGELES - HAYWARD HOTEL 





. 5 blishing Co., 239 W. 39th St., New York, N. Y¥. Entered as second class matter, Sept. 10, 1925, 
oo “re Pot Omics u New York, 'N. ag a act of March 3, 1879. Subscription price $3.00 per year. Printed in U. 8. A. 
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Spaulding Counters {it the last 
exactly like this—inside and 
outside—heel-seat, quarter and 
shank. No resistance! No 
strain on your customer’s heel! 


@ 


Ordinary counters meet the 
last only halfway—like this. 
The rest has to be pulled into 
place — meaning tension and 
strain on your customer’s heel! 


PAULDING 


Counters 


“Made im North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH 


have long life 


Quality tells in Spaulding Counters, as it does in any prod- 
uct. The long fibre hemp that goes into Spaulding Counters 
gives them extra strength, just as the imported flax used in 
their manufacture adds greater resilience. The result is a 
counter that stands up under the hardest wear, keeping the 
quarter smart and snug-fitting . . . and assuring your cus- 


tomers “happy heels’ at all times. 


. AND COSTS SO sta 





When writing advertisers please mention Boot and Shoe Recorder 





ALL OVER THE SOUTHLAND, 


On-the-spot observers, local shoe merchants and 
fashion reports confirm the importance of white 
kid for 1935. Orders already in hand for white 
LEVOR washable kid prove it also. 


Wherever summer clothes are being worn... 
and will be worn..."THE WHITEST WHITES” 


RRM ee are the first choice of smart women. 


Mf atts. 
. Oe Sects . 
Aes he 


Everything in apparel and accessories 
is pure white and the utmost chic is 
imparted to footwear by the spark- 
ling whiteness of LEVOR Kid, 
which is so easy to keep 
immaculate and new looking. 


SAL AGT Bee 
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ITs WHITE washable KID SHOES 


Feature this important washable feature of white 
LEVOR Kid. Ask your manufacturers to supply 
you with the new cleaning instruction leaflets: 
“HOW TO PROLONG the LIFE of YOUR WHITE 
KID SHOES” which LEVOR supplies free to its 
customers. These leaflets are great aids 

to merchandising and good-will builders 

for stores. 


G. LEVOR & CO., INC. 


Tanners over 59 Years 


GLOVERSVILLE, NEW YORK 


PSgACS 
Ota mip ef s , 
Grenree 
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THE RNG SHON 


is reflected in the modish 


7-eyelet oxford. 


Shoes of this design require 
eyelets .. . They may be the 
“INVISIBLE” or the modern 
roll setting “INVINCIBLE” 
(visible) type. In either case 
they are smooth fitting and 





there is no roughness on the 
inside of the shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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The Anita 


No. 8172—Crushed beige 
pig calf with fawn brown 
calf quarter, saddle tip and 
quarter lacing. 


No.8192—Same style in 
white crushed pig calf. Both 
styles in widths from AA toC. 





STYLE RANGE «- SIZE RANGE ¢- WIDTH RANGE 
AND PRICE RANGE 


In every detail the Poll Parrot line is complete—a broad 
selection of styles, sizes from babies’ to big girls’ and boys’, 
a wide range of widths. These all-leather shoes of fine 
quality at popular prices give you the basis on which to 
build for the future. A wonderful line of juvenile shoes, well 
advertised and broadly accepted. 


ROBERTS -JOHNSONS RAND 


Branch of international Shoe Co.' 


St. Louis, Mo. 





Makers of all-leather shoes for every purse and purpose. 
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Che Smart NEW LINE FOR SPRING 
is Ready Ci ll 


yon 


ee 


And a Peters salesman in your territory is anxious to show <> ~y 
it to you. See this line, then think what a great advantage a 
it will be for you to be able to fill in on these excellent shoes 
from our large complete stocks. This is one of the big rea- 
sons why City Club Shoes will help you to a bigger 1935 in 


your men’s five dollar retailers. Write or wire when conven- 


ient for you to see this line of shoes. e e ® 














A BRANCH OF THE INTERNATIONAL SHOE 
COMPANY - SAINT LOUIS, MISSOURI 
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